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arthquake Hazards 


y Cushman Of AFIA 


Quakes Are ~ Possible Risks 
thould Be Measured and Calcu- 
ted to Hold Loss to Minimum 


VERAGE MARKET LIMITED 


ventive Actions Just as Impor- 
fant as Insurance as Recovery 
From Damage May Be Slow 


“What large insurance buyers can do 
be certain their companies can stand 
e physical and financial shocks of 
tarthquakes were outlined by W. F. 
Cushman, vice president, American For- 
jon Insurance Association, in a_ talk 
en vesterday before a meeting of the 
w York Chapter, American Society 
Insurance Management, at the Shera- 
-McAlpin Hotel in New York City. 
le discussed potential hazards of earth- 
kes and reviewed losses that have 
sulted from such unforeseen natural 
tastrophes. 
* Mr. Cushman = suggested 
m nagers review properties at risk, con- 
sider particular constructions, processes, 
“exposures and diversity of locations. Also 
he urged his audience to “determine in 
‘the light of both probability and possi- 
Mility your maximum loss potential and 
Wwhether this would have a serious effect 
pon your company’s operations and re- 
ts. Remember, recovery from earth- 
wake damage may take much longer 
an from ordinary fire, as you may be 
ly one elemient in a community catas- 
ophe with shortages of materials, 
workmen and transportation. 


insurance 


Fixing Program 


- *Put your conclusions in writing with 
epreferably two or more alternative rec- 
OMmendations to your proper company 
Mithorities. These should consider insur- 
ace, rescrve funding, steps to increase 
Protection and reduce loss potentials as 
Tecommended by your engineers.” 
Mr. Cushman stated that because 
tthquake is definitely a catastrophe 
Mazard, because normally only recognized 
Seriously susceptible properties seek the 
Cover, underwriters can offer only a lim- 
Med market capacity. _ 
“Obviously,” he said, “underwriters 
lust limit their earthquake exposure in 
Oder to avoid the danger of a catas- 
Ophe having dire effect on the security 
en their general policyholders. Ade- 


n 


(Continued on Page 25) 
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IS YOUR CLIENT PROTECTED? 


More people — friends and 
strangers alike — are making more 
personal liability claims than 

ever before. Court records prove it. 


Here’s just another reason 
why your assured deserves the best 
in protection against a costly 
liability suit or expensive 
medical bills. 

Recommend the protection of 
a Comprehensive Personal Liability 
Policy. It’s inexpensive, up to 


He came-a Visitor 
. = the minute and easy to sell. There 
He left -a Plaintiff 23:2 many prospects not 


Get your share. 


Lonpon & LANCASHIRE GROUP 


A firm friend re -A SS THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
of the THE SAFEGUARD INSURANCE COMPANY 
sa Agency “gaan ba STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
'ystem f : . a 
GROUP 20 Trinity Street, Hartford, Connecticut 
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Serving the holders of 
two million policies 
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in North America and in 


25 other countries. 
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e 








Printed in U.S.A. SEP 3 0 1957 


under act of Congress, March 3, 187 





$5.00 a Year; 25c. per Copy 


Eisenhower To See 
Actuarial Group At 
White House Visit 


United Nations Visit Also on 
Program of Members of Inter- 
national Congress 


LODGE TO ADDRESS THEM 


Visits Planned to 3 Life Com- 
panies for Observing Elec- 
tronics Operation 


The visit to this country in October 
of actuaries from 32 different countries 
who are coming to America to attend 
the fifteenth international Congress of 
Actuaries promises to be an _ entente 
gathering of a major nature. This is be- 
cause in addition to the business ses- 
sions of the Congress, which will be held 
for several days at Hotel Commodore, 
there will be visits to United Nations, 
Washington, Niagara Falls, Canada and 
to home offices of insurance companies 
of New York and Toronto. 


To Visit United Nations 


The Congress, which has its official 
opening on October 14 with an address 
of welcome by M. E. Davis, president 
of Society of Actuaries and chief ac- 
tuary of Metropolitan Life, will then 
be addressed by Henry Cabot Lodge, 
Ir., United States representative to the 
United Nations and representative of 
its Security Council. Later, there will be 
a visit to United Nations building on the 
East River waterfront 

The visit to Washington will be on 
October 21-22, the journey to the na- 
tional capital being by special train and 
tee hotel of the actuaries will be the 
Willard. On October 21 President Eisen- 
hower will greet the actuaries on a visit 
to the White House. On returning to 
New York the visitors will take a train 
to Niagara Falls after which Toronto 
will be visited. In Toronto the actuaries 
will call on Canadian life insurance com- 
pany home offices and be guests at a 
dinner in Royal York Hotel. 


To See Electronic Machines in 


Life Offices 


While in New York the actuaries will 
call at home offices of life companies to 
observe electronic installations. At Met- 
ropolitan they will see Univac Data pro- 
cessing systems; at Equitable Society 
IBM 705 processing system and IBM 
650 computer; and at New York Life 
IBM’s 705 machines. The three com 
panies are planning to hold open house 
for the Congress members and will also 
show other operations than electronic 
devices. 

In addition, both IBM and Remington 
Rand division of Sperry Rand Corpora- 


(Continued on Page 8) 
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A Reduced Single Premium 
Annuity Rates 


Commission rate on Single Premium Life Annuities 
now increased to 214%. 


SG 
it 


a) Refund of “unearned” 


4s) Premium on Death: 


On deaths occurring on or after April 1, 1957, 
any premium paid for a period beyond date of 
death on any premium-paying ordinary insurance 
policy, including American Experience policies, 
or any survivorship or deferred survivorship 
annuity will now be added to the proceeds of the 
policy and paid to the beneficiary. 

Of course, this does not apply to single premium 
policies, single premiums paid as of date of issue 
for a special class rating, premiums waived under 
1 disability or payor provision, or policies under 
which the amount payable is a return of premiums 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 


yer eee eeees 
. See weceeee® e 
aeee ee 





- 


pitch ga GB & 


benefit, as when an aviation exclusion rider applics 
or under a New York Juvenile policy during the 
return of premiums period, nor does it apply to 
any annuity policy other than a survivorship or 
deferred survivorship annuity. 

Post Mortem Dividend will not be affected by 
this refund. Under American Experience policies, 
the full year’s dividend will be payable. Under 
C.S.O. policies, it will be prorated. 


General Liberalizations 
of Occupation Ratings 





e Effective immediately, many occupations are 
no longer considered extra hazardous. 

e All rateable occupations now call for flat 
extra premiums. 

e No more table ratings for occupations. 

This change is particularly advantageous at the 

older ages and on higher premium policies. For 

instance a 45-year-old sandblaster would have been 

rated $14.06 per thousand compared to the present 

$5.00 on an Ordinary Life premium of $26.03. 
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Prominent Speakers On Program; 


Philadelphia—The Life Insurance Ad- 
yertisers Association annual meeting 
here this week opened on Wednesday 
with an Accident and Sickness Insurance 
under the 
Norman L. Klages, sales promotion man- 
ager for Tinnoie National Life, the talks 
on which will be found in the Casualty 
Department of this paper. 

Opening the life insurance portion of 
the program was Paul H. Troth, Jr., 
assistant vice president of New York 
Life, program chairman, who introduced 


eet 





the chairman of the first session, H. 
Dixon Trueblood, vice president of Occi- 
dental Life of California. A panel on 
“The Printed Word” featured this ses- 
sion participated in by George Pease, 
Equitable of Iowa; W. D’Arcy Dolan, 


Imperial Life of Canada, and George H 
Kelley, New York Life. William H. 
Walling, past president Printing Indus- 
try of America, spoke on the challenge 
of printing today. Luncheon speaker was 
James F. Oates, Jr., president of Equi- 
table Society. 

A highspot of 


Thursday was the 


eagerly awaited report on the 1957 
Awards of Excellence by exhibits com- 
mittee chairman, F. ‘ooper, director 


of advertising for New York Life. The 
awards are given elsewhere in this paper. 
A panel on “Looking Ahead” had as 
speakers John L. Briggs, vice president, 
Southland Life; William M. Cary, sec- 
retary board of trustees, Northwestern 
Mutual, and Donald E. Lynch, director 


chairmanship of 


of public relations, Mutual Benefit Life, 
Newark. Guest speaker Thursday after- 
noon was Frederic M. Peirce, managing 
director, Agency Management Associa- 
tion. Colin Simkin, Travelers, gave the 
report of the special committee on adver- 
tising announcing the new book on ad- 
vertising. 

Henry M. Kennedy, president of LAA 
and executive director of public relations 
and advertising for The Prudential, will 
deliver his presidential address at this 
morning’s session (Friday). Guest speak- 
ers today will be Robert Dechert, general 
counsel of the Department of Defense 


since President Eisenhower’s appoint- 
ment early this year and long time gen- 
eral counsel of Penn Mutual Life, and 


Davis W. Gregg, president, American 
College of Life Underwriters. There will 
be a panel of advertising media partici- 
pated in by four prominent advertising 


men. 

On Saturday Stanley M. Richman, 
vice president, General American Life, 
will talk on “The Financial Story of 


A workshop panel will 
be put on by Warren F. Reuber, Con- 
necticut Mutual, moderator; Irene F. 
Morgan, National Life of Vermont; 
Herbert J. Kramer, Travelers; J. R. 
Nolley, Jr., Life of Virginia; Alice M. 
it ownes, Pp rovident Mutual, and C. Sewell 
Weech, Jr., Baltimore Life. 

Russell V. Vernet, director of adver- 
tising, Mutual Life of New York, will 
he moderator of the panel of advertising, 
TV and radio experts today. 


Life Insurance.” 


Three Challenges For LAA Members 


By Outgoing President 


Philadelphia—In his address as out- 
going president of LAA, prepared for 
delivery here Friday morning, Henry 


M. Kennedy, executive director of pub- 
lic relations and advertising for The Pru- 
dential, will present three challenges for 
the LAA member: The Challenge of 
Purpose, The Chz lenge of Management, 
and The Challenge of Proof. 

“Each one of these challenges,” he 
said, “is a direct development of the 
changing nature of the job you and I 
are performing. Life insurance national 
advertising, for example, has more than 
doubled since 1948. It’s still only about 
1% of total advertising expenditures 
a drop in the bucket compared to the 
advertising of new cars, TV sets, refrig- 
erators and all the other tempting prod- 
ucts that are our real competition, but 
more and more companies are advertis- 
ing—nation< uly and locally. In more and 
more companies advertising is becoming 
an integral part of the marketing proc- 
ess, and more and more companies not 
now advertising are giving serious con- 
sideration to doing it in the near future. 

“Public relations has always been of 
tremendous importance in the life insur- 
ance business because what we offer the 
public is a service that depends pri- 
marily on the integrity and reputation 
of the company that provides it. But 
it is only comparatively recentiy that 
many companies have given specific pub- 
lic responsibilities to particular individ- 
uals or departments. The result has been 
public relations planning and public re- 
lations programs that have touched on 
all company operations, and have in- 
volved many new techniques in carrying 
them out. 

“I don’t need to remind you of sales 
Promotion’s ramifications in recent years, 
Nor of the new areas in which to an 


’ 





increasing extent we are being asked to 
assist, 


such as in recruiting—both field 








“Ty” Kennedy 


HENRY M. KENNEDY 


and home office—in the whole field of 
employe relations, in conference plan- 
ning, in visual aids and other areas. 

The whole field of life insurance com- 
munications has broadened—and your 
job and mine has broadened with it; 
life insurance communications have be- 
come more important—and your con- 
tribution to your company’s success has 
become more important with it. 

“By the Challenge of Purpose I mean 


the challenge of clearly delineating in 
your mind—and in the minds of your, 
colleagues—your area of responsibility. 


As our work expands—as it makes an 
(Continued on Page 12) 


Association At 





Philadelphia 


Morgan Crockford, New LAA Pres. 
Opened With A. and S. Seminar Has Had Wide Organization Activities 


Philadelphia — Morgan S. Crockford, 
secretary of the Excelsior Life. Toronto, 
was elected president of the Life Insur- 
ance Advertisers Association at that 
group’s annual convention held here 
Sept. 24-28. Mr. Crockford succeeds 
Henry M. “Ty” Kennedy, executive di- 
rector of public relations and advertising, 
The Prudential, as president of the or- 
ganization. 

Other officers elected at the conv 
were as follows: Vice president, 
P. Leader, advertising manager, Bankers 
Life, Des Moines; secretory. John 
Briggs, vice president and director of 
Sexy relations and advertising, South- 
land Life, Dallas; treasurer, Robert S. 
Kieffer, assistant vice president, Metro- 
politan, New York; editor, Donald L 
Hopkins, director of sales promotion, 
Life Insurance Co. of North America, 
Philadelphia. 

Elected executive committeemen were: 
Mr. Kennedy as past president; Charles 
R. Corcoran, second vice president, Equi- 


ntion 


Edwin 


table Society ; William C. Heimburg, 
manager of sales services, New York 
Life; Myron Jones, assistant supervisor 


y agencies Union Central L ife; Richard 

Hinderm: ann, vice president, public re- 
oat a Pan-American Life; and Jay C. 
Leavell. vice president, Guaranty Sav- 
ings Life. 


Crockford’s Career 


Mr. C ‘rockford served as vice — 
in the 1956-57 organizational year and 
was secretary the previous term. He has 
long been known for his famous “Crock- 
ford Tours”’—during the past 25 vears 
he has made over 450 visits to 120 differ- 
ent home offices in all parts of the U. S., 
familiarizing himself with American ad- 
vertising, sales promotion and adminis- 
trative trends and has been a frequent 
visitor to 15 Canadian companies as well. 

He joined Excelsior Life 31 years ago 


as an assistant supervisor of the policy 
department and part time editor. He 
became advertising manager in 1928, as- 
sistant secretary in 1944, secretary in 
1947, is now the executive officer of the 
administration division responsible for 
head office and branch personnel, office 


services, 
tising, 
tions. 

He has a long and distinguished record 
of service to the LAA and the life insur- 
ance industry as a whole. He was gen- 
eral chairman of the 1952 annual meeting 
in Montreal, chairman of the educational 
committee, member of the institutional 
relations committee, helped organize the 
first National Advertising Seminar which 
preceded the 1953 annual meeting. In 
LIAMA he was chairman of the sub- 
committee to revise their reference files, 
vice chairman of their public affairs com- 
mittee. In LOMA, he was chairman of 
the Canadian Planning Committee and 
member of the service study committee. 
In the Canadian Life Insurance Officers 
Association, he has been ch: uirman of 
the planning committee and chairman of 
its Life Insurance Advertisers Section. 
He is currently a member of the LOMA 
committee on institutional and member- 
ship relations. 


H. M. Kennedy 


Mr. Kennedy is a graduate of Prince- 
ton and joined The Prudential in 1933. 
He was named assistant editor of publi- 
cations in 1938, manager of advertising 
and publications in 1942; director of ad- 
vertising and_ public: ations in 1946; and 
executive director of advertising and 
public relations last year. 

His LAA service has included a term 
from 1947-48 as secretary; Chairman of 
The Eastern Round Table, in 1944; 
Chairman of the Committee to Cooper- 
ate with LOMA in 1946-47; Chairman 


printing and purchasing, adver- 
sales proomtion and public rela- 





MORGAN S. CROCKFORD 


e Annual meeting in 1949-50 ; Treas- 
1953-54 and vice president in 


of th 
urer in 
1955-56. 

Other Officor’s Careers 


Mr. Leader served on the executive 
committee in 1950-51 and again in 1954- 
55. He was North Central Round Table 
chairman in 1949, chairman of the 
promotion committee in 1952-53, 
nian of the annual meeting in 1953-3 
and secretary in 1955-56. He joined 
Bankers Life as advertising manager in 











1945. 

Mr. Briggs is a graduate of Amher 
College and joined the Southland L fe 
in 1921 and was elected vice president- 
assistant agency director in 1941. In 
1947 he was named director of public 


relations and advertising and in 1951 was 
named a director of the company. 


Mr. Kieffer has been with the Metro- 
politan for more than 20 years ‘after 
being in the Proctor and Gamble adver- 
tising department. He is a ‘member of 





the institutional relations committee, \ 


program chairman of the LAA an — 
meeting in Boston, general chairman of 
the annual meeting in New York City 
and has served on the executive com- 
mittee. 


Mr. Hopkins studied journalism at 
Boston University and joined the New 
England Mutual’s advertising depart- 
ment. For the past five years he h 
been assistant advertising manager for 

(Continued on Page 12) 


Paul Troth Launches LAA’s 


Convention; Tells Theme 
Philadelphia—Paul H. Troth, Jr., 
sistant vice president of New York Life, 
as program chairman of the 1957 annual 
meeting of the Life Insurance Adver- 
tisers Association here this week, opened 


} 
nas 


as- 


the meeting with a talk on the theme: 
“Looking Back To Go Ahead.” He re- 
called that plans were really launched 
at the annual meeting last year in New 
Orleans. 

“The purpose of our backward look” 
he said, “is only to gain strength from 
the men of chari acter who had the 
courage and the vision to build this city. 


First, it was a haven for men and women 
seeking the right to worship God ac 
cording to the dictates of their own 
conscience. Later, this same city of 
brotherly live became a hot bed of revo- 
lution, the center of rebellion, and the 
birthplace of a new nation. 
(Continued on Page 4) 
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Life Insurance Advertisers Association At Philadelphia 





Life Advertisers Award Winners 


Life Insurance Advertisers Association members this year submitted 446 entries 


for display 
advertising 


at the annual meeting in Philadelphia this week. Judges representing 
art and copy, public relations, direct mail, life insurance associations 


and insurance field representatives evaluated the displays and gave 145 awards of 


excellence, 


Exhibit Judges 
Advertising 
Art—David Austin, N. W. Ayer & Son, 
Inc.; Richard Krecker, Arndt, Preston, 
Chapin, Lamb & Keen, Inc. _ f 
Copy—George F. Finnie, Charles E. 


Hires Co.; Jerome B. Gray, Gray & 
Rogers. 
Public Relations ; 
E. Huber Ulrich, Curtis Publishing 


Co.; Keeton Arnett, Chamber of Com- 
merce of Greater Philadelphia. 
Direct Mail 
L. W. Thompson, Sears, Roebuck & 
Co.; James Yeager, Atlantic Refining Co. 
Institutional 
Donald F. Barnes, Institute of Life 
Insurance: Howard Shaw, American So- 
ciety of Chartered Life Underwriters; 
Timothy Crowe, Philadelphia Life Un- 
derwriters Association. 
Insurance Field Representatives 
John T. Flanagan, Jr., CLU, Fidelity 
Mutual Life; A. . Seltz, Equitable 
Society of New York (Philadelphia) ; 
Donald M. Solenberger, CLU, Connecti- 
cut Mutual Life. 


Classification of Exhibit 
Material 


1. Material to Motivate Agents—Sales 
Tontests, campaigns, bulletins, and 
any other material used to sell or 
merchandise an idea to agents or to 
stimulate agents to make sales. 

2. Sales Aids—Proposal forms, visual 
aids, leaflets, booklets, and other 
printed material used either during 
the interview, or sent as a follow-up 
subsequent to a sales interview. 

3. Prestige and Good-Will Builders 
(Including Greeting Cards)—Novel- 
ties and specialties (other than wall 
calendars) designed primarily to 


build good-will for the agent. 
4. Recruiting Material. 
5. Direct Mail—Gift letters or cam- 
paigns; non-gift letters or campaigns. 
6. Wall Calendars. 
7. Annual Reports and Policyholder 


Material— Booklets, premium notice 
enclosures, publications (other than 
annual reports) addressed to policy- 
holders, premium notice and receipt 
enclosures, conservation literature. 

8 Brokerage Material—Letters, pam- 
phlets, special services, and other 
material designed for the specific 
use of brokers or designed specific- 
ally to solicit business from brokers. 

9. Company Field Magazines or News- 
papers Addressed to Agents. 

10. Employe Relations. 

11. National Printed Advertising—Any 
advertising designed for use in at- 
tracting consumer interest on a na- 
tional scale. This includes newspaper, 
magazine, and any advertising in a 
form designed to promote a specific 
sales campaign 

12. Local or Regional Printed Advertis- 
ing—Any special advertising through 
local or regional media. This includes 
advertising in any form designed to 
promote a specific sales campaign 

13. Insurance Journal Advertising. 

14. Public Relations—Material directed 
to the public at large that does not 
come under any of the above clas- 
sifications; or material (including 
advertising) designed to meet a 
specific public relations problem. 

15. Group Coverage—Any material —a 
campaign or related pieces—designed 
to advertise or promote the sale of 
Group coverages or to serve insured 
employers or employes. 

16. Personal Accident and Health—Any 
material—a campaign or related 
pieces—designed to advertise or 





promote the sale of personal accident 
and health insurance, or material ad- 


dressed to the holders of such poli- 
cies. 





(Accident and health is acceptable in all 
classifications.) 


Award Winners 


Company Classification 
Acacia Miatual Wife... 3. 2..5635.60 iBT 
Ae tea Pe 55k ke eo wala ewe see 6, 11 
American Mutual Life..............+. 

bankers LATG-O1 BOWasck3.5% 09550800 4 
3ankers Health & Life, Georgia..... 1 <3 
Bankers National Lite..<. ....6:..5....% 9 
Berkshire Life ....¢....60<4 1, 2459538 
(Canaan dcbein. vcs ss ick ath antee eae 7 
Columbian National Life.............. 1 
Confederation: Tate. |... akisksce.0 0 cee 11 
Connecticut General ..... 4, 10, 11, 13, 14 
Connecticut Dlutial. .... 252.205 a ee fae) 
Continental Assurance ............. 2, 10 
DpRNINGN: LANE os Son dene ca noes 2eaew ews 2 
Durham Life, North Carolina.......... 7 
Empire Life & Accident.............. 11 


Equitable Society, N. Y.......2, 9, 11, 13 
Eautable (ite ol dowai cs <i sacs sd 9 


General American ............1, 2, 5, 14 
Golden State Mutual, California...... 1 
Great Southern Gates icc cs. scsus seas 3, 9 
Guaranty Savings Life, Alabama....1, 14 
Gill Tate, Blonds...) 4005.59 sane 12, 14 
Home Lite, New Work «5-55 <65cecs 4, 10 
Home State Life, Oklahoma......2, 9, 12 
john Hancock Mutual. ......:...:..2; 41 
Liberty Life, South Carolina.......... 9 
BEANE OR AGI et os ce te oases 1, 1¢ 
LEO Or WAIN oon ook obec es boppetae 3 
SORGON AMEE. So eedes cen ance cease 7, 44 
Lutheran: Maitual. Towa... .s.<0...55..% 3 


Manufacturers Life 
Massachusetts Mutual ..............5, 9 
Metropolitan Life : 
Midland National, South Dakota. ..10, 13 


Maitual Beneht Late. sis6s..c. fesse 6, 9 
National Life, Vermont........... 2) i - 7 
NatOnWiGe HOMO © obec hoh a tees hats 2 
New England Life.......... 1 S49, 0; 44 
Nira OE TATE cules cause 2 6, 9. 72 
North American Life & Casualty...... 7 
Nirit Aimenican Late. o.s ces oe de ed 6 
Northwestern. Mutual ..<:...........0. 7 
Occidental of North Carolina...... 13, 16 
PACIIO OMUIMAL «6s osscln sawed cenae AS Bee Re | 
PAanN=ASMETICAN 9.0354 0%) vise se es : Ba Fay feet] 
PAU MeVELC) LNBs. a5 sos 00s os 1, 8, 16 
Peninsular Lite, Florida. ..s.......4. 9 
PPR NIGIEAL PACE. sic wee cbse wine eb ee 9 
PHUBMCIDINIO TATE. Ayisscaa-s Sesion sce ees 2 
PROCRIK “RISIAlS «x. ocak ass cea ware 1 
Pilot Life, North Carolina........... 2,9 
Protective Life, Alabama............ = Hie 
Provident Life & Accident....1, 2, 4, 15 
Provident  Miittial «..<..6...45. 2. 5 9.45 
Brvneutinl (ode eS eeuhuckac sce Z, 4, 12, 44 
Republic National, Texas. .............. 14 
Security. Beneht, Kansas....:......... 8 
Security Mutual, New York....... 12,3 
Sovereion Life, Canada.:....40.35 005%. z 
SPARUAEG: ADERW ON cis sie e wie re dyeseinse + 5-0 Hace 14 
State Mutual, Massachusetts........ ee 
GEBWOIEES§ «ies chee cee awe 16 7,9) 1 
UOT ONS ES 0c: ene ae emery A. Yc, 
United Late & Accident .........65..05 2 
Washington National ..............06- 4 

LAA Exhibits Committee 

F. L. Cooper, chairman, New York 
Life; Don M. Clark, agency secretary, 
Security Mutual, Nebraska; Alan S. 
Crawford, advertising manager, Excel- 


sior Life, Toronto; Brooke T. Flickinger, 
editor, Liberty National, Alabama; W. 
A. Giles, supervisor of advertising and 
sales planning, Confederation, Toronto; 
John J. Hopkins, assistant vice president, 
Home Life, Philadelphia; Trobridge 
Strong, assistant editor, Fidelity Mutual, 
vice chairman in charge of judging. 





things. 


advertisement. 


to join our growing team. 


with outstanding production records. 





ATTENTION —LIFE MEN 


We believe that we have an outstanding and challenging opportunity 
for top men in life insurance selling who are interested in much bigger 


We are a young, fast-growing New England life company with out- 
standing opportunities in management. We are licensed in approxi- 
mately 25 states. We have a complete line of Life, Accident, Health 
and Hospitalization policies which are successfully meeting competition 
wherever our agencies operate. Our commission contracts are attractive. 
We are flexible, progressive, co-operative, and we understand the 
problems of the Life insurance underwriter in the field. People like 
to do business with us because our entire Home Office team is com- 
posed of down-to-earth, sincere and friendly New England folks. 

Although our growth has already been exceptional for a young com- 
pany, we recognize that we have a long way to go to achieve our 
ambitious goal in the days ahead. To gain the position that we are 
confident we will reach, we must have more top men in the field of 
life insurance production. This brings us to the major point of this 


Because we are young and on the way up, we can offer you a chal- 
lenging, once-in-a-lifetime opportunity to become associated in a 
top capacity with our expanding group. Following are the openings 
that we most desire to fill immediately. 


(1) Our Agency Vice-President is interested in another broader 
phase of our operations and we are therefore looking for 
a man to take over his key position. 

(2) We, also, need a man big enough to organize several branch 

office agencies in a few key cities. 

3) 


We offer an unusual contract with full lifetime vested re- 
newals to a number of Supervising General Agents or Re- 
gional Director of Agencies, who have the contacts and 
ability to build a strong agency organization in their areas. 
These are only a few of the opportunities that we have available for the right men 


Proper compensation and future security will be satisfactorily arranged for life men 


We invite you to write us fully and frankly in strict confidence. Every letter will 
be personally and promptly answered by our President. 
BOX 2551 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 











Simkin Committee’s New 


Book Launched at Meeting 


Philadelphia—One of the highlights of 
the annual convention of LAA here this 
week was the unveiling of a new book 
on “The Techniques of Reaching the 
Public Through Mass Media,” published 
by the Advertising Research Committee. 

Colin Simkin, assistant manager of the 
public information and advertising de- 
partment of The Travelers Companies, 
who has served the LAA this past year 
as chairman of the Advertising Research 
Committee, has been in charge of editing 
and publishing the book and wrote the 
foreword. 

Mr. Simkin said the book had been 
distributed to members at the conven- 
tion. Copies will be mailed to members 
not present. 

Contributors to the book and _ their 
chapter topics are as follow: “The De- 
cision to go into Mass Media,” by C. 
Russell Noyes, secretary and advertising 
manager, Phoenix Mutual Life; “Deter- 
mining the Budget,” by Edwin P. Leader, 
advertising manager, Bankers Life; “Se- 
lecting an Advertising Agency,” by David 
W. Tibbott, director of advertising and 
public relations, New England Mutual 
Life; “Choosing the Copy Theme,” by 
Walter M. Harrison, Jr., assistant man- 
ager, public information and advertising 
department, The Travelers; “Measuring 
the Results,” by A. H. Thiemann, second 
vice president, New York Life; “Valu- 
able By-Products,” by Jack R. Morris, 
vice president and director of public re- 
lations, Republic National Life; “Trade 
Magazine Advertising,” by Donald E. 
Lynch, director of public relations, Mu- 
tual Benefit Life; and “Advertising at 
the Local Level,” by R. B. Taylor, agen- 
cy manager, Jefferson Standard Life. 


Paul Troth on Theme 


(Continued from Page 3) 

“The four freedoms were nurtured here 
in Philadelphia: Freedom of worship, 
freedom of speech and of the press, free- 
dom from want, and freedom from fear 
So it seems only right that we men and 
women within a business dedicated to 
individual freedom and security should 
look back briefly to grasp some of that 
proud heritage which is ours and then 
looking ahead say, ‘What can I do about 
it?’ 

“Tt is our hope that in these next three 
days away from the confines of your 
own office, you will get a new perspect- 
tive on your job, on your company, and 
of the entire business of life insurance. 
If each of us could gain just one inch 
of stature by this exchange of ideas here 
in Philadelphia, the entire life insurance 
business could well feel the impact of 
that growth because ours is the business 
of communication, communiction with 
people. As we look ahead to the future 
of our business, we need that dedication 
to a cause, that determination to achieve, 
that degree of excitement and enthusi- 


asm which have always accompanied 
progress. 

“We, as advertising, sales promotion, 
and public relations men and women 


can well afford to take a few minutes to 
look back in order to go ahead. And 
then let’s go ahead with renewed enthus- 
iasm, vision, courage and determination 
to tell the world about this great busi- 
ness we’re in—the business of life insur- 
ance. And as we tell that story let’s not 
be afraid occasionally to blaze a new 
trail, to write a new declaration of prin- 
ciples, and to embrace those objectives 
so clearly defined in our own constitu- 
tion of the Life Insurance Advertisers 
Association, namely: To foster the type 
of activities aimed to serve the best 
interests of policyholders; To promote a 
true understanding of life insurance 
and the life insurance business: To up- 
hold the highest ethical and professional 
standards of practice.” 
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— ON DM mee WE 


INSURES THE 
WHOLE FAMILY 







Each Family Plan 
Unit Covers: 


FATHER 


$5,000 Whole Life, increased after 
mother’s death by $1,250 Term 
insurance to his age 65, and 












MOTHER 


$1,250 Term, if mother is same 
age as father — more if she’s 
younger, less if older — to father’s 






Additional Features: 


Premiums waived on disability of father. 
Term insurance on mother and children paid up on 












death of father. age 65, and 
Additional insurance on father and mother for res 
accidental death. 

Annual Dividends . . . Cash Values . . . Conversion EACH CHILD 


Privilege. 


Optional Riders on Father’s Life: 


FAMILY INCOME Available at issue for 10, 15, 20, 25 
years or to age 65. 


—— OR— 


$1,000 Term to age 25, or father’s 
age 65 if earlier. Convertible. 
$250 on death before age 6 months. 


: : Units available: 1, 142, 2, 24%, or 3. 


15, 20 years or to age 65. 











STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


For full information about the outstanding new profit oppor- Worsten, Massechveotte 


tunities in Family Plan sales, call your nearest STATE 


MUTUAL agency office — or mail the handy coupon — today. Please rush full details about your new low cost 


Family Plan policy. 
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STATE MUTUAL LIFE RE SSO OEE NE enc NCR NOS PNM RE 

ASSURANCE COMPANY OF. AMERICA Issn Vit sidwdstidichankvanatadeisseiaasepmnipsseistaenians 
Home Office: Worcester, Massachusetts 
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Those who direct STATE MUTUAL agencies operate under “ PAD’’( Planned Agency 
Development) — anew and unique compensation system and agency building program. 
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Fanstindiie Ganley 
Of Chief Executive 


AS SEEN BY POWELL McHANEY 


General American President Talks 
Before LOMA Conference In 
Washington This Week 





The vital role played by a company 
chief executive officer in developing sound 
concepts of personnel relations based on 
ethical and spiritual values and his lead- 
ership responsibilities in setting an effec- 
tive personnel pattern, were outlined by 
Powell B. McHaney, president of Gen- 
eral American Life, in a talk before 
the Life Office Management Association 
conference this week in Washington, 
Le OF 

Discussing today’s personnel problems. 
Mr. McHaney said that while the chief 
executive is responsible for key person- 
nel decisions, he is also dependent upon 
others in the organization for tacts and 
guidance. He stated that it is a respon- 
sibility of top management to create an 
atmosphere which will encourage, and 
circumstances which will enable super- 
visors to understand and interpret 
change and convey these interpretations 
to company associates under their super- 
vision. 

Chief Executive’s Function 


“The chief executive officer should de- 
fine the personnel manager’s job to ac- 
curately reflect the company’s long- 
range policies in selection, training, in- 
ternal communications, and human rela- 
tions which should originate with the 
personnel manager,” Mr. McHaney de- 
clared. “To discharge the responsibility 
soundly, he (the personnel manager) 
must possess the status and receive the 
information necessary to make certain 
that the manpower of the organization— 
ts principal resource and more important 
capital — is in constantly good condi- 
tion. 

Referring to the manpower shortage 
that exists today, Mr. McHaney called 
it more than a problem in recruiting and 
mentioned selection, training of those 
selected, executive development and 
looking toward the manpower needs of 
the future, as essential phases to be 
considered by the personnel manager. 

Stressing the importance of identify- 
ing the individual associate with the cor- 
poration and its purposes, Mr. McHaney 
noted that “the key to it lies in knowl- 
edge — knowledge of the corporation’s 
aims and objectives, the methods by 
which it seeks to achieve them, the prin- 
ciples and philosophy which govern its 
operations — and knowledge and under- 
standing of the individuals, their wants, 
desires and motivations. 

“No company can achieve adequate 
performance by its people, unless its 
executives are committed to the proposi- 
tion that their personnel are people — 
entitled to be listened to, treated and 
understood as associates in a common 

lertaking,” he stated. 


Gives Company Setup 


To illustrate his ideas on personnel 
problems, Mr. McHaney referred to the 
accomplishments which have occurred 
in his own company where “manage- 
ment promulgated a stated philosophy 
and a set of principles that emphasized 
the dignity and importance of the in- 


a period seven years ago 
office morale was low due t 
poor working conditions, Mr. McHaney 
outlined the steps taken to create a 
work environment “4 





in which each indi- 
vidual will want to work to the best of 
his ability, and will feel a sense of moral 
gratification in achieving high standards, 
and a sense of pride in and loyalty to 
the company possessing high standz ards.” 
The first step taken according to the 
7 aker, was to remodel the home office 
building and to install modern equip- 
ment. A Manual of Functions and Duties 


was published, spelling out in detail the 
responsibility and authority of every or- 
ganizational unit in the company and 
every supervisor 

Also created at General American was 





Life of Georgia Appoints 


Hames Personnel Manager 
Leon H. Hames has been appointed 
home office personnel manager for Life 
Insurance Company of Georgia. He suc- 
ceeds Sam H. Benedict, Jr., who has 
entered another business. The new per- 
sonnel manager has been with Life of 
Georgia since 1947. He has been assis- 
tant personnel manager since 1955. Mr. 
Hames has been on the board of direc- 
tors of the Personnel Club of Atlanta 
for two years, and served as co-ordinator 
for all life insurance comp: inies for the 
Community Chest in 1955 and 1956. 





an Employes’ Advisory Council com- 
posed of eighteen non-supervisory asso- 
President; a 
Junior among 
middle management supervisors; and a 
Senior Officers Committee. Mr. Mc- 
Haney disclosed that all three groups 
meet with him at specified intervals to 


ciates appointed by the 


Board appointed from 


discuss areas of company operations and 


to make suggestions. These advisory 


bodies and the entire home office staff 
are aware of company operating costs 
and are all a part of the planning pro- 
cess and are aware that they can share 
in the financial benefits of resulting im- 
provements. 

“As a result, we are today,” said Mr. 
McHaney, “a far more efficient organi- 
zation than ever before.” 


Guarantee Mutual Life 
Reports 42% Increase 


Guarantee Mutual Life’s field force, 
which has registered a 42% increase in 
life sales over 1956, is being lead by the 
Earl J. Knutson agency of Portland, 
Oregon. According to J. D. Anderson, 
agency vice president, the field force 
has sold over fifty-eight million dollars 
of life insurance for the first eight 
months of 1957. G. W. Mackey, of the 
R. J. Rotthaus Agency, Greeley, Colo- 
rado, was named by Mr. Anderson, as 
Guarantee Mutual’s leading producer 
with sales totaling $883,469. 

Merrill Mial, superintendent, accident 
and ere: department, also announced 
_ A. & S. sales are up 23% over the 

ame period last year. The leading agen- 
oe in A. & S. sales is the Elmer D. 
Stemsrud agency of Minneapolis. 


C. C. MICHAELIS DIES 

Coord Charles Michaelis, cashier for 
Union Central Life for 17 years, died 
recently at the age of 78. Mr. Michaelis 
joined Union Central in 1894. When he 
retired on November 30, 1953, he had 
been a member of the home office staff 
for 59 years, serving in all divisions of 
the financial department, He was man- 
ager of the cash division prior to his 
election as cashier of the company in 
1937, the position he held until he retired. 
At retirement, he was the dean of all 
Union Central employes in point of serv- 
ice. 
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second 
billion 


Group Life 
in Force 








Thanks to the many agents and brokers who have had 


the confidence in Massachusetts Mutual to recom- 


mend its employee security plans to employers across 


America, our Group Life Insurance volume is already 


in excess of One Billion Dollars. 
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COMPANY 


SPRINGFIELD, MASSACHUSETTS 














WEST COAST 
GROUP ACTUARY 
$12,000 


Excellent opening for man desirous of 
relocating to one of the world's most 
beautiful cities — San Francisco. 

Prefer man in his thirties who knows rates 
in relation to all Group-Accident Health 
coverages and understands loss reserves and 
accounts in relation to claims trends, etc, 
Approximately five to six years’ experience 
required. 

EMPLOYER PAYS MOVING EXPENSES 
AND SERVICE CHARGE. 


All inquiries handled confidentially. 








Write for objective information about our 
personnel service — devoted exclusively to 
the insurance personnel field. No obligation 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Marks 20th Anniversary 





VOHS 


GEORGE H. 


George H. Vohs, assistant secretary in 
charge of cashiering and policy service 
operations for Continental Assurance’s 
eastern department, is celebrating his 
20th year of service with the company, 
A party was held recently in the eastern 
department offices, 76 William Street, 
New York, in honor of the event with 
members of the eastern department staff 
as well as several home office men in 
attendance. 

Starting as a clerk in the home office 
collections department in 1937, Mr. Vohs 
rose to assistant department head before 
leaving for World War II military serv- 
ice in 1943. He returned to his former 
duties in 1946 and the following year 
was made manager of the agency ac- 
counting division. 

He was transferred to his present posi- 
tion in 1952 to establish newly designed 
procedures and promote close coordina- 
tion between the eastern department and 
the home office in Chicago. In 1953, he 
was made assistant secretary of the 
company. 


APPOINT CARL C. WALLACE 

Carl C. Wallace’s appointment as sales 
supervisor for the South Pacific divi- 
sion of New York Life, tice been an- 
nounced by Field Vice President Charles 


F. Edwards, CLU. 





WARNING TO GRID FANS 

George A. White, of the Greater New 
York Safety Council, issued a warning 
on the eve of the football season. He 
urged careful driving for those attend- 
ing the games, who find traffic congested, 
warning against drivers determined not 
to miss the kick-off, or “unduly exuber- 
ant, especially after the game.” 








Sep 









September 27, 1957 























Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U.S, » 393 Seventh Avenue, New York i, N. Y, 
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Peter McDonald Made 
LOMA’s New President 


E. H. LANE Ist VICE PRESIDENT 
Charles H. Bader Second Vice President; 
J. Howard Ditman Becomes Director; 
Other Directors 





vice president and 
Toronto, was 


Manage- 
Tuesday 


Peter McDonald, 


secretary of Crown Life, 
elected president of Life Office 


Association for 1957-1958 


ment 
at its annual conference in Washington, 
Le @ 

Mr. McDonald, who had been the 


association’s first vice president, succeeds 





PETER McDONALD 


the 1956-1957 president, J. Howard Dit- 
man, vice president and comptroller of 
New York Life. 

Everett H. Lane, president, Boston 
Mutual Life, was elected first vice presi- 
dent, and Charles H. Bader, administra- 
tive vice president of Interstate Life & 
Accident, Chattanooga, was elected sec- 
ond vice president. 

Peter McDonald is a native of Scot- 
land, was educated in that country and 
served with the Cameron Highle anders in 
World War I, prior to coming to Canada. 
He joined the Crown Life as an ac- 
countant in 1924 and became agency 
supervisor in 1933. 

In 1941, Mr. McDonald was elected 
secretary of the company, assistant gen- 
eral manager and secret: ary in 1946, and 
vice president and secretary in 1952 with 
responsibility for over-all administrative 
functions. He served as president of the 


Life Insurance Institute of Canada in 
1951, and has been a director of the 
Life Office Management Association for 


the past three years 
Everett H. Lane, LOMA’s first vice 
president, is a graduate of Harvard Uni- 


versity Law School. He was in private 
law practice prior to joining the Boston 
Mutual Life in 1936 as assistant to the 


president. Appointed secretary-treasurer 
and a director in 1945, Mr. Lane was 
elected executive vice president in 1948, 
company president in 1953. 
1arles H. Bader, LOMA second vice 
president, is a native of Nashville, and 
was educated at Vanderbilt University, 
University of Washington (Seattle) and 
University of Michigan. He joined the 
actuarial department of the Interstate 
Life & Accident in 1935 and in 1946 be- 
came actuary and assistant secretary. In 
1949 he was elected actuary and vice 
president, a director in 1950, and in 1955 
was elected administrative vice president 
and member of his company’s executive 
committee. He holds the _ professional 
designation of Fellow, LOMA Institute. 
Elected as new directors of LOMA 
were: Sam P. Hatch, eee secretary, 
Life Co. of Georgia; Norris A. Pitt, vice 
and 
secre- 





president, Washington National Life, 
Sutherlin, 


Carter M. assistant 








LOMA Has 335 Company 
Members; 820 Fellows 


The Life Office Management Associa- 
tion attained a record-high membership 
of 335 life insurance companies in 1957, 
the Association reported at the annual 
LOMA Conference in Washington, D. C. 


this week. A study of the growth of 
membership included in the Association’s 
annual report notes an increase in mem- 
bership of 118% since 1940. During the 
course of 1957, twenty-one new com- 
panies were accepted for membership. 

The report cited the year’s efforts of 
the LOMA standing and regional plan- 
ning committees which developed a series 
of research projects perté aining to life 
insurance home office management pro- 
cedures. As a result of the committees’ 
activities, a comprehensive research re- 
port on “Personnel Practices” as well as 
1 “Functional Cost Manual” will soon be 
available, it was announced at the Con- 
ference. 

The Association business report dis- 
closed that there are now 15 LOMA 
standing committees made up of 214 rep- 
resentatives of life insurance companies 
selected on the basis of their technical 
knowledge and interest in life office plan- 
ning and equipment. 

At a luncheon following the business 
meeting, 73 Fellowship diplomas were 
awarded by the LOMA Institute to men 
and women who have completed a com- 
prehensive course of study. A total of 
820 persons now hold the designation of 
Fellow, Life Management Institute. 

The 1958 annual conference of the 
LOMA will be held at the Chalfonte- 
Haddon Hall, Atlantic City, September 


22-24. 


PRATT AGENCY CHANGES 





E. J. Scherding Made Assistant General 
Agent; G. K. Goodhart Named 
Agency Supervisor 

Harold Pratt, general agent in New 
York for the John Hancock, has an- 
nounced the appointments of Edward J. 
Scherding as assistant general agent and 
Goodwyn K. Goodhart as agency super- 
visor. Mr. Scherding will continue serv- 
ing his present brokerage contacts as he 
has in the past, and Mr. Goodhart, after 
completing his training course will serve 
with the agency’s brokerage department. 

The agency is headed by Harold Pratt, 
general agent, who started with the com- 
pany as aclerk in the home office. While 
at the home office he obtained his higher 
education at Boston University at night 
school. After attaining a supervisory 
position in the home office, he joined 
the Harry Gardiner agency in New York 
in 1929 as office manager. He was later 
appointed assistant general agent, asso- 
ciate general agent, and in 1951, general 
agent. His partner, Edwin J. Allen, died 
in 1955 and Mr. Pratt continued as gen- 
eral agent. During his service with the 
agency he has been a leader in all of 
the departments as well as being a sub- 
stantial personal producer. He has had 
40 years of experience in the business, 
all with the John Hancock, and is a 
recognized authority on pension plans, 
business insurance, and other specialized 
fields. 

Associate general agents of the Pratt 
agency are Joseph D. Murphy and A. 
Roberts Jacobs. Mr. Murphy is in charge 
of underwriting and administrative mat- 
ters and Mr. Jacobs is in charge of the 
brokerage department. 

Victor O. Hamtil, manager of the of- 
fice, is in charge of all cleric al employes 
and the policyholder service department. 
Head of the pension department is 
Pierre J. Smith. 





tary and coordinator, California-Western 
St: “ig s Life. 
Howard Ditman, outgoing president 
of ae LOMA, automatically becomes a 
member of the board of directors. 
Retiring directors include: Gerard L. 
Soelter, vice president, Southwestern 
Life; Harry L. Archey, secretary, Fidel- 
ity Mutual Life; C. A. Coleman, assistant 
secretary, Jefferson Standard Life, and 
Hess T. Sears, assistant vice president, 
Equitable Life of Iowa. 


Albright Agency V.P. 

Of Life Of Virginia 
WILLIS MILNER WILL RETIRE 
A. E. Crowe 2nd Vice President; R. B. 


Lancaster Advanced, To Edit 
Field Papers 





Charles A. Taylor, president of Life 
Insurance Co. of Vi irginia, has announced 
the following promotions: 

George F. Albright, CLU, was ad- 
vanced from assistant to the president 
to agency vice president; Attis E. Crowe 
from assistant secretary to second vice 
president; Robert B. Lancaster from di- 
rector of sales promotion to assistant 
secretary. 

In his new assignment Mr. Albright 
will be responsible for the over-all oper- 
ations of Ordinary and Combination 
agencies throughout the company ’*s en- 
tire territory. A native of North Caro- 
lina and graduate of Davidson College, 
Mr. Albright joined Life of Virginia in 
1938 as an agent in Charlotte. He has 
since served the company as associate 
manager in Charlotte, director of agency 
training, a manager in Atlanta, and assis- 
tant vice president in charge of com- 
bination agencies in a five-state area. 
He is a graduate of LIAMA and of the 
Advanced Management Program of Har- 
vard University Graduate School of Busi- 
ness Administration, and is a CLU. 


Crowe In Charge Ordinary 


Mr. Crowe, as second vice president, 
will be in charge of the company’s Ordi- 
nary agency division. He succeeds Vice 
President Willis J. Milner, Jr., CLU. 
who will retire on December 31. Until 
that date Mr. Milner will serve the 
company in an advisory capacity, and 
thereafter will devote his efforts to life 
insurance field work. A native of Georgia 
and former associate manager of New 
York Life’s Atlanta agency, Mr. Crowe 
came with Life of Virginia in 1951 as 
assistant to Mr. Milner, and was elected 
assistant secretary in 1953. He is a 
graduate of LIAMA’s course in agency 
783 giana and has been active in 
ALU 


Robert B. Lancaster has been asso- 
ciated with Life of Virginia since his 
graduation from Randolph-Macon Col- 
lege in 1928. He has served as an agent 
in Washington, D. C., agency auditor, 
purchasing agent, and director of pub- 
licity. On December 31, 1957, upon the 
retirement of Charles C. Fleming editor 
and assistant vice president, Mr. Lan- 
caster will assume the editorship of the 
company’s field publications. 


Congress Of Actuaries: 


(Continued from Page 1) 


tion have invited the actuaries to visit 
their electronic service centers. 
Sessions of the Congress on October 
24 will be devoted to electronic office 
equipment available and under develop- 
ment. Introductory remarks will be 
made by J. J. Finelli, a vice president 
of Metropolitan, and chairman of a ses- 
sion will be Robert E. Slater, vice 
president, John Hancock. Discussion 
topics at the first session on electronics 
will be brief descriptions of various 
forms of recording media, including 
minicard, photoscopic storage; of devices 
for recording information in machinable 
form; of equipment for processing such 
information; of printing devices. Later 
the same day they will see applications 
of magnetic tape electronic equipment 
in large companies. This will include 
examples of procedures developed for 
policy issue, renewal billing and collec- 
tion, actuarial computations of premium 
rates, values, reserves, dividend analyses 
and other work. Chairmen of the elec- 
tronics seminar will be J. Engelfriet of 
The Netherlands and B. H. Harris of 
Equitable Society. Henry F. Rood, vice 
president and actuary, Lincoln National, 
will give a summary of the electronic 


papers. 
One session will have as its subject 
“ 

Group Coverage for Life Insurance 


and Pensions.” Co-chairman of this ses- 








HEARD On TheWAY 











The death of A. R. “Bert” Jaqua some 
weeks ago has been widely discussed jn 
agency publications of life insurance 
compaines. Their editors are still writ- 
ing about him. 

One reason for that is because his 
students are so widely scattered among 
the life insurance companies, and he 
stood so well with them. He was an 
outstanding figure not only in the insur- 


ance educational world but also as a 
speaker at conventions and a writer 
on insurance. 

At the time of his death Mr. Jaqua 


was director of Institute of Marketing, 
Southern Methodist University, Dallas. 
One of the warmest tributes to Mr. 
Jaqua appeared in The Jeffersonian, 
agency paper of Jefferson Standard Life. 
Bert had written a series of articles 
for that paper which ran mostly through 
the year 1945 Among other things The 
Jeffersonian said: 

“He accepted invitations to appear at 
Jefferson Standard conventions where he 
let the fire of his personality and splen- 
did intelligence flare for the benefit of 
the assembly. He held the torch of in- 
spiration and guidance.” 

Uncle Francis 


KARL W. PUNZAK APPOINTED 

Karl W. Punzak has been appointed 
manager of advanced underwriting sales 
in the life agency department of Aetna 
Life. Mr. Punzak previously was pro- 
fessor of law at the University of Con- 
necticut School of Law, where he has 
taught for the past nine years. 

A native of Munhall, Pa. Mr. Punzax 
was graduated in 1938 from the Univer- 
sity of Pittsburgh, where he later re- 
ceived his law degree. After service in 
the Air Force during World War II, he 
returned to the University of Pittsburgh 
as analyst-historian and in 1948 studied 
at Harvard University School of Law, 
receiving his master of laws degree. 


New Post for W. D. Couger 


American United Life announced ap- 
pointment of Warren D. Couger as di- 
rector of Group mortgage insurance. 
Mr. Couger has been executive secretary 
of regional committee VIII, voluntary 
home mortgage credit program, for the 
past two years. 

From 1952 until 1955, he was engaged 
in private law practice and real estate 
sales in Cleveland. A graduate of Bowl- 
ing Green State University in Ohio, Mr. 
Couger received his L.L.B. degree from 
Western Reserve University Law School 
in Cleveland. Mr. Couger served in the 
United States Navy from 1943 until 
1946 and from 1950 to 1952, attaining the 
rank of lieutenant. He is a member of 
Pi Kappa Alpha fraternity, Psi Chi, a 
national psychology honorary fraternity, 





and Delta Theta Phi, a national law 
fraternity. 
sion will be Walter Klem, senior vice 


president and chief actuary, Equitable 
Society. A summary of papers will be 
given by W. J. Adams, Canada Life, 
and J. C. Archibald, Bankers Life Co. 


To Circle Manhattan Island by Boat 


While here a sight-seeing trip will be 
taken by the actuaries around Manhat- 
tan Island by boat and there will also be 
a visit to Radio City Music Hall. There 
will be a number of private parties, in- 
cluding those which will be given by 
Institute of Life Insurance and by the 
non-life actuarial group. The reception 
of the latter will be in the Royal-Globe 
Building at 150 William Street. 

Wives and daughters of the visiting 
actuaries will attend a breakfast an 
fashion show at the department store 0 
B. Altman, Fifth Avenue and Thirty- 
Fourth Street. 
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“,..to continue our constant and unremitting effort 
to discover ways and means to increase the purchas- 
ing power of the life insurance dollar...” 












Philip Burnet 


President 1907—1932 President 1932—1949 President 1949— 


These words of the late Philip Burnet, 
founder and first president of Continental 
American Life Insurance Company, ex- 
press the basic philosophy that has guided 
the company for half a century. Adopted 
when Continental American was incorpo- 
rated on June 6, 1907, it is a philosophy 
from which the company management 
has never departed. 


Under the leadership of its three presi- 
dents, Mr. Burnet, Adolph A. Rydgren and 
Dr. Claude L. Benner, the company’s ef- 
forts to stretch the protection power of the 
premium dollar have resulted in bringing 
more adequate life insurance within the 
reach of millions. 


Today, the most dramatic proof of the 
soundness of Continental American's 
basic philosophy is in the growth of in- 
surance in force. In the past ‘three years 
the company added another Aundred million 
dollars to bring its total insurance in force 
to more than $400,000,000—a tangible 
tribute to the vision and soundness of 
Continental American’s leaders. 


e e 
Gentiventel Arian LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
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Merle Gulick Board Chairman 
Of Trustees of Two Colleges 





GULICK 


MERLE A 


Merle A. 
Equitable Lite 
head of its Group division, was recently 


Gulick, vice president ot 
\ssurance Society and 


elected chairman of Hobart, his alma 
mater, and William Smith colleges. The 
latter, an affiliate of Hobart, is for fe- 
male students. Mr. Gulick has been an 
active alumnus of Hobart since his grad- 
uation in 1930 and has been a trustee 
since 1950 

Mr. Gulick was a Hobart football 
star. H>2 first appeared on the grid- 
iron when at Maumee High School, 
a suburb of Toledo. He was considered 
the best ball carrier the college team 
every had, winning All-American rank 
He also captained the basket ball team 
He came to Equitable in 1930 as a serv- 
ice supervisor in the Group department 
in New York. In 1933 he was made 
divisional Group manager in Philadel- 
phia, then had the same post in the 
Greater New York Group department 
In 1939 he was named director of public 
relations of the Society, also acting as 
executive assistant to the president. He 
represented the Society as vice chair- 
man of the Greater New York Fund and 
in other. welfare campaigns, such as 
American Red Cross, USO and Navy 
Relief Society. 

In World War II he was a lieutenant 
commander in the U. S. Coast Guard 
where he helped organize the Port Se 
curity division. He rose to be captain 
and head of the Port Security Program; 
flew to bases in the Pacific Theatre t 
effect coordination with other branches 
f the service in handling dangerous 
cargoes, and in Europe laid groundwork 
he redevelopment of ammunition 
the Pacific Theatre. He was given 
egion of Merit citation 


_ Hugh Bell Gets Award 


The John Newton Russell award, the 
“Oscar” of the life insurance business, 
is awarded to Hugh S. Bell, CLU, of 
Seattle, at the NALU convention at De 





last week. A Phi Beta Kappa grad- 
uat f th University of Chicago, Mr 
Bell is the author of numerous books on 
life insurar and Seattle general agent 
for the Equitable Life Insurance Com 
pany of Iowa 


Making the presentation, former NA 
LU President Robert C. Gilmore, Jr., of 
Newark, N. J., said that for almost a 
third of a century the name Hugh Bell 
has been “symbolic of the best in life 
insurance.” 


OCCIDENTAL EXPANDING 
_ Occidental Life of California continues 
its growth and expansion with the an- 
nouncement that the company has been 
licensed to ‘ 


; é do business in the Province 
f Prince Edward Island, Canada. 





Pnillips Studio 
L. V. DRURY 


New 1957-58 officers of the General 
Agents and Managers Conference of Na- 
tional Association of Life Underwriters, 
elected at the annual convention in De- 
troit last week are: 

Chairman, L. Victor Drury, Sun Life, 
Philadelphia; first vice chairman, Walter 
G. Gastil, Connecticut General Life, Los 
Angeles; second vice chairman, Leonard 
T. Smith, Prudential, Cranston, R. I.; 
Eklund, CLU, 


Equitable Society, Detroit. 


and secretary, Coy G. 








AGENCY SUPERVISOR 
Wanted by 
TOP LOS ANGELES AGENCY 


Excellent opportunity offered to experienced life insurance man desirious of |o- 
cating in California. Attractive salary and bonus arrangement assures splendid 
diate r 





future. Successful applicant's i 


highly competitive contracts. 


93 Nassau Street 





with recruiting and training new full-time agents, but he also will be charged 
with some responsibility in the supervision of the agency's full-time representatives, 
Man must be between 28 and 35. Agency represents a highly respected more 
than century-old mutual life insurance company which is among the leaders in 
the business. Company is noted for low net cost and offers a wide variety of 
Please address your reply to the following box 
number giving full details about yourself. Our agency staff knows of this adver- 
tisement. All replies held in strictest confidence. 


BOX 2552 
THE EASTERN UNDERWRITER 


ponsibility will be primarily concerned 


New York 38, N. Y. 
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NALU Elected Seven Trustees; 
H. R. Hill Heads Nominations 


The National Association of Life Un- 
derwriters elected 1957-58 officers at De- 
troit as reported in The Eastern Under- 
writer last week, and adopted a strong 
resolution against inflation. 

New president is Albert C. Adams, 
general agent in Philadelphia for the 
John Hancock Mutual Life. Elected sec- 
retary was William S. Hendley, Jr., 
agent at Columbia, S.C., for the Mutual 
Life of New York. If future elections 
follow the usual pattern, Oren D. Pritch- 
ard, who was elected vice president, will 
be chosen president next year and Mr. 
Hendley in 1959. J. Hicks Baldwin of 








A WELL-BALANCED COMPANY 


ymbol of 
professional pride 

... Life Insurance dedicated 
to the Public Service. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 








Washington, D, C., 
urer. 

In a spirited contest for seven trustee 
seats the following were elected: David 
M. Blumberg (Massachusetts Mutual) 
of Knoxville, Tenn.; Louis J. Grayson, 
CLU (Travelers) of Washington, D.C.; 
R. L. McMillon (Business Men’s Assur- 
ance) of Abilene, Tex.; Francis G. Mc- 
Namara (Old Line Life) of Waukesha. 
Wis.; Ellen M. Putnam, CLU (National 
Life of Vermont), Rochester, N. Y.; 
Jack A. Stewart, CLU (Phoenix Mu- 
tual), Cleveland, Ohio; and R. B. Walker 
(New York Life), Hollywood, Fla. 
Losers were Quan Lun Ching, CLU 
(Prudential) of Honolulu; William King, 
CLU (Fidelity Mutual) of St. Louis; 
Paul E. Martin (Metropolitan Life) of 
Lexington, Ky., and Fisher E. Simmons, 
Jr. (Pan-American Life) of New Or- 
leans. The resolution on inflation said 
in part: 

“This Association is convinced that in- 
flation is not inevitable, and that it can 
be stopped. It is encouraged by signs 
that the country is awakening to the 
danger and that something is being done 
about it. Especially gratifying are the 
strengthening of the economy mood in 
Congress and in the Administration, the 
continuation of credit restraint policies 
by the Federal Reserve System, and a 
significant increase in personal savings 
by the American people over the past 
year. But much more needs to be done.” 

The resolution then called for: 

1. Cutting government costs, local, 
state and federal. 

2. Continuing a balanced federal budg- 
et and trying to increase the surplus. 

3. Making full use of “all fiscal, mone- 
tary and credit measures to promote 
sound economic growth and .. . curb in- 
flation.” 

4. Restraint by management in pric- 

ing policies and by workers in wage 
demands. 
5. “Making preservation of a sound 
dollar and encouragement of personal 
thrift fundamental principles of govern- 
ment policy in action.” 

The nominating committee elected 
Herbert R. Hill (Life of Virginia) of 
Richmond, Va., as its chairman. 


was reelected treas- 


NALU Nominating Comm. 


The 1957-58 nominating committee of 
National Association of Life Underwrit- 
ers elected at the Detroit convention 
are: 

Joseph B. Davis, CLU, Penn Mutual, 
Detroit; Vernon E. White, Northwestern 
Mutual, Albuquerque, N. M.; Hugh Bell, 
CLU, Equitable of Iowa, Seattle; Wil- 
liam R. Robertson, CLU, Massachusetts 
Mutual, Boston; Herbert Hill, CLU, Life 


of Virginia, Richmond. 
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J. E. Kenny, General Agent 
For Bankers Life of Neb. 


JOHN E. KENNY 

John Kenny has been nam 
eral agent for Bankers Life of 
with offices in New Haven. 

Mr. Kenny has been in the insurance 
business since shortly after World War 
Il. He joined Aetna Life and remained 
in New Haven until 1950. He was named 
assistz int (general: agent for Aetna in 

953 and later that 

achusetts Mutual as 
associate general agent. He was named 
general agent for Massachusetts Mu- 
tual’s New York City agency in 1954. 

Mr. Kenny is a 1955 LIAMA graduate 
and has been active in the Life Under- 

of New York City 

e Wi editor-in- chief of the Associa- 
tion’s Bulletin and in 1955 he received 
the top insurance honor made by the 
insurance committee of the Young Men’s 
Board of Trade of New York. At this 
time he was named “1955 Young Insur- 
ance Man of the Year.” 

‘enny is a 1942 graduate of Yale 

e and served as an officer in 

’. S. Navy, both in this country and 
, ag World War II. 

- Haven offices are located at 


205 W hieney Avenue. 


James G. Ranni Agency 
Manhattan Life Leader 


The James Ranni cy, New 
York, led Manhattan nation: ully in 
Ordinary volume, exclusive of pension 
trusts, during the 3-months Fordyce 
Summer Campaign, run off during June, 
July and August. Ranni agency also 
won the Division 1 award for Ordinary 
and placed second nationally in Group 
life volume, in which the Richard M 
Grosten Agency, Los Angeles, stood first. 
During the event, honoring Board Chair- 
man J, P. Fordyce, the company’s field 
force paid for total volume of $52,432,- 
083, of which $30,541,983 was Ordinary, 
and $21,890,100 Group life. 

Other top agencies nationally were 
pension trust business, E. Donald Fuerst, 
Pittsburgh and family insurance sales, 
M. Milton Sobel, Philadelphia. 

-ading personal producer, Ordinary 
business, exclusive of pension trusts, was 
Louis Epstein of the Ranni, New York, 
Agency. Walter C. Stearns, Jr., Demar- 
est Agency, New York, was first nation- 
ally in pension trusts and Roscoe D. 
Berry, Jr., Sobel Agency, led nationally 
in the sale of family insurance. 

General agencies winning divisional 
awards for Ordinary business, exclusive 
of pension trusts, were: 

Division 1: James G. Ranni; 
Frank V. Gilbert, Jamaica, N. 
Sion 3: Bernard A. Haas, New York 
City ; division 4: Earls Brothers, Cin- 
cinnati; division Alton N. Joyner, 
Baltimore and division 6: Lynch and 
Burke, Boston. 


division 2: 


Y.; divi- 


a THE ESTER 
Lio aes 
‘a 


General American Gain 
A 10% increase in paid business for 
August over the same period last year 
has been reported by General American 
Life. August paid was $11,484,872 com- 
pared to $10,399,724 for last year. 
Paid Ordinary for the year to 
also showed a 10% increase over 
year, with $81,076,724 compared 
$73,633,673 for the year to date 

year. 
Written 


date 
last 
with 
last 


Ordinary volume for the 


month was $10,888,380, and for the first 
eight months totaled $107,890.632. Th- 
company’s sales of its masterplan policy 
accounted for 15% of the month’s vol- 
ume. 

A. & S. sales for August were $28,687, 
and $215,715 for the first eight months. 
Thirty-one per cent of the year’s A. & S. 
sales were business and_ professional 
men’s income protector production. 

New 
was $9,579,912 — a 
August 1956. 


Group life business for August 
10% increase over 
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AMERICAN UNITED COURSE 

American United Life conducted a 
general agents’ training course recently 
at the home office in Indianapolis. Fi 
men from Indiana, Ohio, Illinois 1’ 
California attended the five-day school 
Recruiting of new agents, financing and 
agency manpower needs were major su’‘)- 
jects covered during the course. 

Emphasis was also placed on inter- 
viewing techniques, pre- contract train- 
ing, and the company’s general training 
philosophy. 


profitable markets...successful men! 


Strength in this area, coupled with the capable, dynamic 
leadership of such an experienced sales management 
team, firmly convinces me that today 

Berkshire presents the greatest potential 


At Berkshire we are aggressively pursuing a program care- 
fully designed to merge men and markets successfully. 
The completeness and competitive advantages of our policy 


line guarantee profitable markets for our Agents and Bro- 
kers. Our immediate aim is to enlarge our field force with 
men qualified to represent us in selling and field manage- 
ment jobs ... and through modern, well-informed sales 


management, see that they prosper. 


During my years in this business, I have had a chance to 
study the various financial arrangements offered to field 
management personnel by many companies. Believe me, 


Berkshire’s are outstanding. 


for personal growth in the industry! 


ERKS HIRE 


LIFE INSURANCE CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U.., 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD. MASS. 


President 


* AMUTUAL COMPANY * 1851 
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Peirce Proposes Joint Study Of 
Ad, PR, Sales Promotion Results 


Philadelphia — A joint industry study 
in the whole field of communication and 
sales was proposed before the LAA 
meeting here this week by Frederic M. 
Peirce, managing director of Life Insur- 
ance Agency Management Association. 

“IT suggest it is important that we try 
to assess the results of the work you 
are doing in advertising, sales promotion, 
and public relations,” he said. “Thinking 
about this, we must not delude ourselves. 
It will be costly. Much of the fact- 
finding can be done only through face- 


to-face interviewing, which, as we all 
know, is a most expensive kind of re- 
search! While this drawback may make 


the project I suggest impractical for 
LIAMA and LAA tto sponsor alone, it 
seems sufficiently important to me, how- 
ever, to merit the concern and interest 
of our business as a whole. 
“What would such research 
plish? Even modest results would, 
lieve, substantially strengthen the 
advertiser's role in his company 
within the agency system! 
Booming Life Insurance Picture 
“These are great days for life insur- 


accom- 
I be- 
life 
and 


ance. As sales continue to break records, 
we see that this year results may ex- 
ceed 1956 by at least 25 or 30%. More 


and inore people are buying more and 
more life insurance. In Canada, life in- 
surance is owned by nearly half the 
population. In the United States, seven 
people out of ten own some kind of 
life insurance. Average family ownership 
continues to rise so that today it is above 
$7,600, which you may recall is more 
than twice as much as a decade ago. 

“Isn't it essential, from time to time, 
to remind ourselves of what we are 

OT doing? For example, we are still 
not adequately serving the total market. 
We are still not anywhere near our full 
potential for sales. We are still not 
keeping pace with the rest of the econ- 
omy. We are still not obtaining maxi- 
mum capacity and performance from our 
sales manpower. 


Kennedy on Challenges 


(Continued from Page 3) 


increasing contribution to our company’s 
future—it is important that there be a 
sharper definition of the functions we’re 
performing and a closer integration of 
those functions with other aspects of 
company operations. 

Vhat, for example, are your adver- 
tising objectives? More important than 
how much money you are going to spend 

where you are going to spend it is the 
quest ion of why. It is important to de- 
termine these objectives and get agree- 
ment on them from all departments con- 
cerned before a word is put on paper 
or time reserved on a local radio station 

“If an advertisement is aimed at get- 
ting leads for your agents and thereby 
helping to do some of their prospecting 












r them, then use a coupon and direct 
the whole ad at getting the coupon re- 
turned. If the purpose of a local adver- 
isement is to build up the agent in his 
wn ¢ — then use the agent’s 
victure lo everything else you can 
to build h ge. If your objective is 
building pteatins for your company, then 
make everything in the advertisement 


When what 
institutional ad includes, 
for instance, a coupon, the result is apt 
to be not much prestige and very few 
coupon returns. ; 

“IT don’t mean 


contribute to that objective 
is basically an 


that an advertising 
campaign can’t have more than one 
objective but, generally speaking, one 
objective is usually achieved at the ex- 
pense of another. It is an old maxim 
in advertising that you can seldom sell 


“This points the finger squarely at the 
number-one problem in life insurance to- 


day. Not actuarial science, not under- 
writing, not investments — ‘but distribu- 
tion. Here are the real frontiers, in 
distribution, and here, fortunately, is 


your bailiwick. To conquer these fron- 

tiers will continue to demand the finest 
creative talent you possess!” 
Four Suggestions 

Mr. Peirce made four specific sugges- 

tions: “We need to insure a greater 

number of our total population. We need 

to raise the insurance sights of most 


people. We need to improve our service 

to policyholders. We need to keep more 
” 

men. 


On the last point Mr. Peirce said: 

“Despite real progress in validating our 
selection tests and in developing our 
indoctrination procedures, first-year ter- 
mination rates continue to be high, and 
the cost of our failures continues to be 
great. 

“Whether you put the cost of recruit- 
ing and initially training a man at $30 
or $3,000, think how much even the 
smallest improvement in our retention 
rate can mean to the efficiency of a 
company’s sales operation. 

“What can you do to help? On the 
strength of recent LIAMA findings in- 
dicating a direct relationship between 
agent survival and a candid presentation 
of the career, it would seem that one 
thing you can do is to strive for realism 
and honesty in your recruiting and ca- 
reer materials. 

“Much of the new man’s progress may 
depend on the effectiveness of the sales 
tools you give him. Much may depend 
on the all-around help you are able to 
provide this new man — everything from 
prestige-building devices to a_ friendly 
pat on the back. Much may also depend 
on the clarity with which you are able 
to communicate home office philosophy 


to this new man. 
“It seems to me that the life adver- 
tiser can be a key man as we continue 


to attack our old bugaboo, turnover.” 





two things at once. 

“The over-all objective of your sales 
promotion is pretty clear, but is the o- 
jective of each particular piece of sales 
promotion material equally understood ? 
What part does sales promotion material 
play in the training of agents? Are the 
separate functions that training and 
sales promotion activities play well un- 
derstood and properly coordinated ? 

“Certainly, in our business especially, 
good relations is everybody’s business. 
Any successful public relations program 
is based on the full cooperation of oper- 
ating departments. It is important that 
your relationship with these departments 
be understood and that they understand 
what you are trying to accomplish. 

“T remember talking to a lawyer from 
a small company a year or two ago who 
said he felt his own company’s home 
office publication did a very poor job. It 
was mainly filled with chit chat about 
what various home office employes were 
doing. I did a little investigating. He 
was right. The publication was primarily 
devoted to personnel notes, but I also 
found that this was a relatively new 
company, that the employes came from 
many different areas of the community 
and that one of the biggest problems was 
to get the employes working together 
and building an esprit de corps that al- 
ready exists in many older institutions. I 
found that this publication was 
making a real contribution in that direc- 
tion. The editor clearly understood his 
objectives but the lawyer didn’t. 

“So, as our first challenge in this day 
of expanding activities and broadened 
horizons, I feel we should have a clear 
-what we are 


also 


understanding of our job 





Oates on Functions 


Philadelphia—In their different areas 
of activity LAA members function as the 
Voice of Life Insurance and have a place 
of great responsibility, James F. Oates, 
Jr., president of Equitable Society, told 
the Life Advertisers at their luncheon- 
meeting here Thursday. 

“You have the front line responsibility 
adequately to interpret the real role of 
life insurance and its basic importance 
and effectively to promote our industry 
as a leading exponent of its basic con- 
victions and principles,” said Mr. Oates’. 
“It is you who must share these essen- 
tial convictions and see to it that the 
American public recognizes them as be- 
ing true and vital. 

eaning of Bigness 

“You must make clear that the rela- 
tive bigness of life insurance companies 
can be a means of efficient and eco- 
nomical service, as well as a source of 
continuing financial strength. You must 
preach the gospel of the importance to 
policyholders, employes and the public, 
of solvent and successful business opera- 


of LAA Members 


fight against inflation by developing sup- 
port for anti-inflationary business and 
governmental policies. You must educate 
the American citizen to realize that 
every dollar saved in the purchase of in- 
surance plays its vital part in closing the 
gap between spending and saving. We 
must support and further the excellent 
program in the inflation battle of the 
Institute of Life Insurance. And finally, 
you must, I submit, have the sense of 
dedication to realize that this great pub- 
lic service industry is an indispensable 
part of the life, the future, the economy, 
and the mission of our beloved country. 

“Can you spread that doctrine? Can 
you with joy and faith devote your life 
(with a sense of vocation, if you please) 
to preach thrift, to induce an acceptance 
of responsibility to protect the family 
welfare, to banish distrust and fear of 
bigness per se, to educate the men and 
women of America to see the value of 
effective and successful capitalism as an 
instrument for individual human ad- 
vancement, and the economic welfare of 





tions. You must lead the way with all? I think you can, and I believe you 
imagination and creative ideas in the © will.” 

doing and why we are doing it—and Crockford President 

then make sure that everyone else in ) 

our company understands it just as well 


as we do. 
Challenge of Management 

“The second challenge I have men- 
tioned is the Challenge of Management. 
It certainly makes sense that with func- 
tions and ‘objectives clearly outlined, we 
have to organize to carry them out. It 
is so obvious that you may wonder why 
I even mention it. I mention it because 
probably most of us in the past have had 
primarily creative or sales experience 
without much emphasis on management 


itself. But with the complexities of the 
typical LAA member’s job today, bril- 
liant improvisation is not enough. 

“If you are virtually a one-man de- 
partment, it is particularly important 
that you organize yourself and your 
time to carry out the many functions 
that are your responsibility. If you 
head a department or division, it is 


equally important that you organize the 
group effectively, that you select and 
train the personnel you need and that 
you inspire them and keep them enthusi- 


astic. For only in that kind of atmos- 
phere can your organization be most 
effective. 

“Modern management also involves 
cost controls and relations with your 
advertising agency or public relations 


consultant, if you have one—the deter- 
mination of what you will do and what 
they will do. And it also involves mak- 
ing sure that you have the time to sit 
back and plan, because it is your job to 
decide what needs to be done, who’s go- 
ing to do it and, finally, to measure what 
has been done. This question of evalu- 
ation leads inevitably into what I see 
as the third challenge facing us today, 
the Challenge of Proof. 
Challenge of Proof 
“With our activities broadening, with 


the results of these activities having a 
greater impact on all company opera- 
tions, and with more dollars inevitably 
being involved, top management has a 
natural desire to know what they are 
getting for their money and whether the 
dollars being spent by you and your 


associates are being spent as effectively 
as possible. They certainly are entitled 
to such information and it is part of our 
job to give it to them. 

“We in communications are dealing 
to some extent in intangibles. It is often 
impossible to put an actual dollar value 
on our contribution to company growth, 
to say how much business a particular 
advertisement or sales promotion piece 
produced, to measure how many friends 
were made for your company by an Open 
House or a well publicized forum, But 

(Continued on Page 21) 
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State Mutual Life. He has served as 
press committeeman for LAA and is 
currently on the educational committee. 

Mr. Corcoran is in charge of Equitable 
sales promotion, publication 
and sales development activities and 
the national advertising program. He 
joined the company in 1946 and was 
made second vice president in 1953. He 
associated with Manhattan 
Life, serving as superintendent of agen- 
cies. He is a member of the public 
relations committee of LIAMA and has 
served on numerous committees in LAA. 

Mr. Heimburg served as chairman of 
the Eastern Round Table and as chair- 
man of the educational committee, direc- 
tor of the sales promotion workshop and 
business manager of two other LAA 
workshops. He joined New York Life 
in 1933 and has served successively as 
supervisor of sales publications, super- 
visor of sales services. 

Mr. Jones has served as assistant 
vice president in charge of advertising 
and sales promotion for Union Central 
Life since 1955. Formerly he served as 
editor of that company’s agency bulletin. 
He has been a member of LAA since 
1946 and was a member of the North 
Central Round Table in 1950; chairman 
of the arrangements committee, 1954 
national meeting in Cincinnati; treasurer, 
of the New York national meeting in 
1955; chairman, North Central Round 
Table in 1956. 

Mr. Hindermann is a former chairman 
of the Southern Round Table, secretary 
and a member of the exec utive commit- 
tee of LAA. He joined Pan-American in 
1941 and after service in the U. 
Coast Gui ard became a supervisor in his 
company’s investment department. He 
was named assistant secretary of the 
company in 1947; director of public 
relations in 1953 and named vice pres- 
ident in 1955. He served as arrangements 
chairman for the annual meeting of LAA 
in New Orleans in 1956, 

Mr. Leavell, chairman of the Southern 
Round Table, LAA, joined Guaranty 
Savings Life as agency secretary in 1952, 
became director of sales promotion and 
advertising i in 1954, vice president in 1955. 
He is president of the Southern Indus- 
trial Editors Association and last year 
served as president of the Montgomery 
Editors Association. He is well known 
also as a’painter, having served as pres- 
ident of the Alabama Art League on 
two occasions, 


Society’s 


formerly was 
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How to help your child have a better school year 


& 6 Good-bye, Mom...’’ Mothers will hear this familiar fare- 
well daily during the school months ahead when 38 million 
children leave for their classrooms. Among these boys and 
girls there will be 4 million youngsters entering school for the 
first time. 


Is there anything you can do to help your child get the best 
possible start in school? Yes, there is. You can take him to 
your family doctor now . . . before school opens . . . for a thor- 
ough medical check-up. 


Although your child may seem to be in tiptop physical 
condition, he could have some totally unexpected impairment. 
For example, slight defects in seeing and hearing can handicap 
a child in his studies and other school activities or cause un- 
necessary absences. Therefore, eyes and ears should be exam- 
ined so that corrective measures may be taken if they are 
necessary. 


You may also find your doctor’s advice helpful in improv- 
ing your child’s general health. Is there room for improve- 
ment in his diet? Are his habits of play, sleep and exercise all 
right? Parents should remember that poor health habits can 


lead to physical and emotional troubles and the sooner they 
are corrected, the better. 


Protection against certain health hazards is necessary when 
a child starts or returns to school. So be sure to have your 
child’s immunization record reviewed . . . and appropriate 
steps taken to bring it up to date if necessary. 


If you are not certain about your child’s protection against 
smallpox, diphtheria, whooping cough, tetanus and polio, 
now is the time to see your doctor. It is most important to 
obtain his professional assistance so you can comply with the 
school’s requirements regarding vaccinations and inoculations. 

Teen-age boys and girls, as well as younger children, benefit 
from regular pre-school check-ups. Physical adjustments, 
weight variations and emotional upsets—all these and similar 
problems are matters which parents may not understand 
too well. 


So why not get your doctor’s help now? Advice based on 
sound medical knowledge may prevent or clear up many 
difficulties of the school years. Your child’s visit to him can 
help assure healthy, happy school days. 
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Digest, National Geographic, U. S. News. 




















This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader's 
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JOSEPH REINIS 


Herman Reinis, general agent of Man- 
hattan Life at 50 Court Street, Brooklyn, 


announces the appointments of Daniel 
Cohen as brokerage manager and Joseph 
Reinis as agency supervisor. 

“Dan” Cohen, well known in New 
York and Brooklyn insurance circles is 
a resident of Brooklyn and has for many 
years been active in its civic and fra- 
ternal activities. He attended Brooklyn 
College and served in the Air Force 
between 1942 and 1946. 

After several years of personal pro- 
duction as a life agent, Mr. Cohen en- 
tered the managerial field as manager 
of the life department of one of the 
largest casualty agencies in New York 
City. Starting from scratch, Mr. Cohen 
successfully built up a substantial brok- 
erage following. 

As brokerage manager, in his new post, 
Mr. Cohen will continue to serve the 
insurance fraternity in sales, program- 
ming and handling of problem cases. 

Joseph Reinis entered his father’s 
agency as a personal producer in 1951 
cashier and 


and has since served as 


assistant to the general agent. In his 


present capacity as agency supervisor, 
he will supervise the overall operation 
of the agency and its expanded activities 
A native of Brooklyn, Joseph Reinis 
was educated in the New York school 
system, attending Erasmus Hall High 
School and Long Island University. He 
is a member of the Life Supervisors 


Association of New York 
authority on U. S. 


and is a col- 


lector and postage 


Colonial Life In Force 
Passes $450,000,000 Mark 


Total life insurance in 
the $450,000,000 mark, 
announcement | 


force passed 
according to an 
y Richard B. Evans, 
East Orange, 


president of Colonial Life, 
N. J. 

Mr. Evans made the announcement 
prior to the observance of Colonial’s 60th 
anniversary. An anniversary dinner will 
be held in conjunction with the com- 
pany’s combination agencies department 
convention which will take place at the 
Hatel Statler, New York, October 2 to 4 

The convention program will include 
several outstanding speakers from_ the 
life insurance fraternity including Colo 
nial agents who have gained recognition 
through sales achievement during the 
past year. 





COHEN 


DANIEL 


stamps. 

Herman Reinis, agent in 
Brooklyn for Manhattan Life since 194, 
fraternal 


general 
has long been active in civic, 
and insurance organizations. He is a 
member and one of the or- 
Brooklyn Life Super- 


charter 
ganizers of the 
visors Association and has served on the 
Brooklyn 
“heneaerianidg 


board of directors of the 
Branch of the Life 


ciation of the City of New York. 


Asso- 
He is 
Managers 
York and 
Brookly n Lif ; 


also a member of the Life 
Association of Greater New 
a past president of the 


Managers Association 


Roy A. Foan Resigns 
From First Colony Life 


Roy A. Foan has resigned as first vice 
president and director of First Colony 
Life of Lynchburg, Va. He has been 
with First Colony since its inception 
and was instrumental in setting up the 
home office organization, and in creating 
a national advertising and public rela- 
tions program. 

First Colony now has six agencies in 
Virginia and expects to reach the $10,- 
090,000 mark of insurance in force by 
the year-end. 

Mr. Foan was instrumental in trans- 
forming Postal Life of New York from 
a mail order company to the agency 
system and having built an Ordinary 
division and agency organization for 
Mount Vernon Life. 

Mr. Foan will announce his 
plans soon. 


future 


Bankers National Conducts 
“Design-A-Symbol” Contest 


rye 3 "N: itional Life has announced 
to all field representatives, home office 
ti and their families that a 
“Design-A-Symbol” contest is being con- 
ducted and will end October 31. 

Everyone associated with Bankers Na- 
tional Life has been invited to submit 
sketches of a symbol or trademark that 
reflects the personality and characteris- 
tics of the company. The winning entry 
may be chosen as the official symbol of 
Bankers National Life. Entries will be 
judged on creativeness, originality and 
suitability. Artistic ability or technique 
will have no bearing on the final decision. 

All entries become the exclusive prop- 
erty of the company and will be judged 
by a committee of four members of the 
board of directors. The first prize will be 
a $200 U. S. Savings Bond. Second prize 
will be a $100 U. S. Savings 3ond and 
eight additional $25 U _S. Savings Bonds 
will be awarded to the next best entries. 


PE sods [oe Pos [ote [ode Toke Paks Paks Poke [ok Pes Poke Poke Poke Poke Poke Pek Poke Poke Paks Poke Paks Poke Pots Poke Poke Pots Pos [os [os [oso [To 


Note: Two of the men who answered this ad 


now have agencies of their own in this company. 


agent of one of America’s paar and best life 
companies in less than two years’ time we want 


Our immediate opening in New York City is for an 
agency supervisor at an attractive salary plus commissions 
on personal business. In addition to Ordinary, we sell a 
full portfolio of Group coverages, plus non-can. sickness 


and accident insurance. 


You will build your own unit of full-time men in our 
office. Then, if you measure up, our Home Office will give 
you an agency of your own after two years with us. 


Our fullest cooperation will be extended to you every 
step of the way. For full details address Box 2553, The 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


f 
YOUR OWN 
AGENCY IN 
TWO YEARS 
(Or Less) 
If youre ambitious to become a general 
to talk to you. 
| 
: 














A. MAXWELL KUNIS, F.S.A, 
Consulting Actuary 
Specializing in 
Li’e Company Management Problems 


500 - 5th Ave., New York 36, N. Y, 
Telephone: LOngacre 3-1774 
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Named Training Director 


AMES L. 


WHITT 


Appointment of James L. Whitt, CLU, 
to the newly-created position of train- 
ing director for Shenandoah Life, 
Roanoke, has been announced by Blake 
T. Newton, Jr. president of the com- 
Mr. Whitt has been branch man- 
Knoxville since 


pany. 
ager for the company in 
December, 1954. to that time, he 
had been associated with Jefferson 
Standard Life as branch manager in 
Charleston, W. Va. 

A native of Welch, W. Va., 
graduated from Concord 
Athens, W. Va., in 1939. 
insurance training and 
many years, he received his CLU 
nation in 1956. 


Prior 


Mr. Whitt 
College in 
Active in life 
instruction for 
desig- 


United L. and A. Appoints 
Cutting, Rines and Cone 


Warren E. Cutting, superintendent of 
agencies and secretary of United Life 
and Accident of Concord, N. H., has been 
appointed head of the company’s New 
England agency force, according to an 
announcement by Douglas B. Whiting, 
president. Edgar C. Rines, assistant to 
the president, has taken over the ofhies 
services department, and Kenneth Cone 
has assumed the duties of convention 
pl: inning. 

Mr. Cutting, a native of Concord, holds 
a certificate in business administration 
from La Salle University and a cert'f- 
cate from Life Insurance Agency Man- 
agement Association. 

Mr. Rines, who joined the company 
as a stock-room clerk in 1930, was ap- 
pointed actuarial supervisor in 1946 and 
assistant actuary in 1948. He also served 
in the tabulating and policy loan divi- 
sions 

Mr. Cone, a native of Washington 
State, is a graduate of University of Tl- 
linois. Prior to joining United Life. 
he was associated with the Provident 
Life and Accident. 


Sales Promotion Assistant 

Richard M. Adams has joined the 
agency department of National Life 0 
Vermont as a sales promotion assistant. 
He was formerly regional sales director 
for North Country Radio Stations in 
Vermont. 
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Lee Nashem Celebrates 
25 Years in Life Insurance 





Fabian Bachrach 
LEE NASHEM 


Lee Nashem, head of the Lee Nashem 
agency of Mutual Benefit Life, 110 East 
42nd Street, New York, is celebrating 
his 25th anniversary in the life insurance 
business. Next January he will observe 
his tenth anniversary with Mutual Bene- 
fit. 

One of the larger New York agencies, 
the Nashem organization has paid for 
approximately $10 million so far this year 
and expectations are that the year-end 
production will exceed $13 million of 
paid-for business. Also the Nashem 
agency boasts an average case of $20,000 
and a premium average of $62.52 per 


The Nashem Agency has many top 
writers, four of which are members of 
the Million Dollar Round Table. Also 
the top producer for the company in 
both earnings and volume is a member 
of the agency’s production staff. 

Lee Nashem came to New York from 
Chicago where he was associated with 
Acacia Mutual Life. He served as home 
office assistant vice president in Wash- 
ington, D. C., and as manager of Acacia’s 
Seattle agency. 

_ Coming from sales manager of a large 
furniture concern, Mr. Nashem started 
his insurance career with Metropolitan 
Life in 1932, serving as agent, assistant 
manager and personal assistant mana- 
ger. He was brought to New York from 
Seattle his first year because of his im- 
pressive personal production record. 


Gold Wins Midland Mutual 
“Man of the Month” Honors 


Henry Gold of Beverly Hills has won 
“Man of the Month” honors by leading 
the entire field force of Midland Mutual 
Life during August. This is the second 
time that Mr. Gold has qualified for this 
honorary designation which is bestowed 
each month on the agent who does the 
best all-around job among the some 500 
men and women representing the organi- 
zation. 

Mr. Gold has been representing Mid- 
land Mutual since January, 1954. With- 
out previous experience in life insurance 
selling he has compiled an outstanding 
record in field work. With a first-year 
Production of approximately $450,000 he 
captured “Rookie of the Year” honors 
for 1954 and in less than three years be- 
came a Midland Mutual “Millionaire,” 
an honor bestowed by the company on 
agents who have more than $1 million 
of Midland Mutual life insurance in 
orce. Mr, Gold is also a member of the 
All-Star Club, the top production club 
of the organization. 


Jack F. Tohill Appointed 
Field Group Supervisor 


Jack F. Tohill, CLU, has been named 
field group supervisor in Union Central 
Life’s Los Angeles agency managed by 
John G. Edmundson. 

Mr. Tohill’s entire business experience 
has been in the field of Group sales and 
service. For the past five years he has 
done this work in the Los Angeles area 
for one of the nation’s largest life in- 


surance companies and, as a_ conse- 
quence, has a wide acquaintanceship with 
brokers and Group insurance specialists 
in that territory. He received his CLU 
designation last year. 

A native of Denver, Mr. Tohill at- 
tended public schools in that city and 
was graduated from the University of 
Colorado in 1951. He is a member of the 
Lutheran Church, and has been 
an active participant for some time in 
Toastmasters International. 


also 


Joins Aetna Life Law Dept. 


Robert B. Coppage the 
Aetna Life as an attorney in the legal 
department. He will specialize in legal 
matters arising in the agency end of the 


has joined 


business. 

A native of Minneapolis, Mr. Coppage 
was graduated from Miami University at 
Oxford and received his law degree at 
Cleveland-Marshall Law School. Before 
coming to Hartford, he had three years’ 
experience in the insurance field in 
Cleveland. 





Now, for your clients... 








MONY’s Family Policy 
with Discounts on Larger Amounts! 


Now, MONY brings something new to the popular 
Family Policy. Sold in units of $5,000 face amount on 
Dad’s life, the rate goes down $3.75 per unit when 
Dad’s coverage is $10,000 or more. MONY’s Family 
Policy is available in face amounts of $5,000, $7,500, 
$10,000, $12,500, and $15,000. Now you can offer 


your clients the convenience and economy of one 
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WEATHER STAR SIGNALS ON The Mutual Life Insurance Company Of New York, New York, N.Y. 6 Name 
TOP OF OUR HOME OFFICE Offices located throughout the United States and in Canada e Address 
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Orange....... Cloudy FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE ‘ 
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about this new policy, send for free 


Mutual Of New York, Dept. TR-97 
Broadway at 55th St., New York 19, N. Y. 
I would like a copy of your free 
booklet, ‘A Happier Family Picture,” 
describing MONY’s new Family Policy. 


policy for individual members of the family, plus 
the MONY DISCOUNT... plus “MONY-MATIC,” 
the convenient new monthly payment plan avail- 


able through most banks! For further information 


booklet, ‘SA 


Happier Family Picture.” 


Mail this coupon today! 
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Sorry, not yet available in Massachusetts. 




















Nearly 400 company agents attended 
Continental Assurance’s recent three- 
day convention for qualifiers of Pyramid 
Club, a club for leading producers, at the 
Drake Hotel in Chicago. A number of 
new plans and developments were an- 
nounced at the convention, among them: 
a new dividend schedule effective Janu- 
ary 1, with higher dividend projections 
for policyholders ; $20,000—$40,000 Group 
insurance writing limits; long term 
Group disability insurance; and 3D—de- 
ductible deferred dollars, the company’s 
new small pension plan. 

Some of the latest sales materials un- 
veiled at the convention were: a non- 
cancellable accident and sickness sales 
package, complete with sales track, rates 
and application; a mortgage franchise 
sales kit; and a new pocket rate card 
for the company’s popular estate booster 
plan (a combination of Ordinary life and 
Term insurance). Attendees were also 
given the latest developments on buy 
and sell agreements and deferred com- 
pensation, 

Convention Theme 


Theme of the convention, “Keys to 
Markets,” was introduced at the first 
of three business sessions. Opening 
speaker was Roy Tuchbreiter, chairman 
of the board of the Continental Com- 
panies, whose remarks were followed 
by President Howard C. Reeder’s dis- 
cussion of “Progress and Prospects.” 

Many of the company’s most out- 
standing agents and home office staff 
members were featured at the business 
sessions. Howard J. Rosan, CLU, New 
York City, offered a number of ideas 
for converting existing Term cases to 
permanent insurance in his talk, “Exist- 
ing Business ...A Real Market.” The 
new non-can sales package was intro- 
duced by Francis X. Schumacher, CLU, 
Sikeston, Mo., under the heading, “Qual- 
ity Package . . . Quantity Profit.” The 
profit to be gained from the small Group 
insurance market was discussed by Lynn 
Williams, Wichita, Kansas, and Robert 
L. Blue, Miami. 

A panel of three, Joseph N. Desmon, 
CLU, Buffalo, who acted as moderator, 
William T. Fleming, CLU, Pensacola, 
and Robert E. Richmond, Sioux Falls, 
S. D., demonstrated the simplicity and 
compactness of Continental’s new small 
pension plan, 3-D—deductible deferred 
dollars. The latest in underwriting trends 
and company progress in narrowing the 
area of rejection was the subject of a 
speech by Dr. Clifton L. Reeder, vice 
president and medical director. 

Milton N. Scholer, Rochester, Minn., 
told the assembled qualifiers about the 
role of a life department in a general 
lines agency in his speech, “Organizing 
for Effectiveness.” The new mortgage 
franchise sales kit and the franchise 
market was discussed by John C. Gage, 
Danville, Ill. Charles C. Belber, Newark, 
told Pyramid Club members about the 
new estate booster plan with quantity 
discount rates and the new estate booster 
pocket rate card. This plan was created 
by his father, Philip C. Belber, also of 
Newark. Vice President and Actuary 
David G. Scott, told those assembled 
about the new dividend schedule and the 
company’s plans for a new family policy. 
He also gave a brief summary of Con- 
tinental’s 20 year experience in selling 
participating insurance, commenting that 
“78 cents of every dollar of participating 
insurance is returned to the policy- 
holder.” The company now has 1% bil- 
lion dollars of participating life insurance 
in force. 

The third and last business session 
was opened with a three-man panel on 
“Saleable Deferred Compensation,” com- 
posed of Michael A. Wilton, New York 
City, Ned C. Litwak, Newark, and 





Continental Assurance Leaders Meet 


Walter E. Mast, Los Angeles. The busi- 
ness insurance market, “A Market of 
Growing Importance,” was the subject of 
a speech by Clarence Boettcher, Chicago, 
which also included a demonstration of 
how to use the new tax calculator the 
company has now made available to its 
agents to figure estate and inheritance 
taxes. The “Latest on Buy and Sell,” 
was the province of a talk by F. Richard 
Russell, CLU, Memphis, who gave par- 
ticular attention to the controversial 
Prunier and Sanders cases. Vice Pres- 
ident and Director of Agencies, Robert 
B. Hamor, discussed “Continental Po- 
tential,” and told his audience not to 
forget the first and most important needs 
for life insurance, the personal needs. 
Final speaker and guest speaker for the 
convention was William H. Gove, vice 
president and sales director, E.M.C. Re- 
cordings Corporation. St. Paul, whose 
topic was “I'll Swap Ya!” 
Production Awards 


Following the all-convention luncheon, 
awards were presented to the company’s 
production leaders. They are: national 
leader, Joseph N. Desmon, CLU, Buf- 
falo; Eastern Department leaders, A. 





LIFE INSURANCE — LAWYER 


Mature — Tax background in all phases of 
life insurance plans, business agreements, 
deferred compensation, etc., seeks salaried 
position with agency. Address Box 2555, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 











Burr Rubey, Miami, first place, and Ned 
C. Litwak, Newark, second place; Mid- 
America Department leaders, Joseph N. 
Desmon, CLU, (1st) and Carl L. Schlot- 
man, Cincinnati (2nd); Pacific Coast De- 
partment leaders, Leland J. Whipple, Las 
Vegas (Ist) and Ernest M. Marcus, Los 
Angeles (2nd); and Canadian Depart- 
ment leaders, Marcel Arsenault, Ste. 
Genevieve, Quebec (Ist) and Ray Hart- 
lieb, Kitchener, Ontario (2nd). 

New Agent of the Year awards went 
to Hyman Ochacher, New York; George 
W. Benson, Topeka, Kansas; Clifton 
Bonde, Oakland, California; and Werner 
Haering, Montreal. 

A special program was arranged for 
the Continental Choraliers, a group of 
home office employes, who performed 
four numbers from the Broadway musical, 
“My Fair Lady.” The convention was 
climaxed with a president’s reception, 
banquet, and entertainment in the Grand 
Ballroom of the Drake Hotel. 


Our SO Mnnirasary Year 





Err 18:67 when the Equitable Life Insurance 
Company of Iowa was founded, the well-stocked 
department store offered its customers such items 
as bustles, high-button shoes and mustache cups. 





| 


W the Equitable Life of Iowa has 


grown to be a veritable “department store” of life 
insurance, offering its customers a wide range of 
coverages. To its agents, it provides complete 
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sales kits, promotion letters, printed material, 
and other sales-helps to assist them in mak- 
ing convincing presentations. 


y LIFE INSURANCE COMPANY OF IOWA 
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District Group Supervisor 


WILLIAM W. TOWNSEND 


William W. Townsend has been ap- 
pointed district Group supervisor in 
charge of Group operations at the Port- 
land, Me. branch office of The Travelers. 
Mr. Townsend joined The Travelers in 
1946 as a Group assistant at Springfield, 
Mass., and was appointed assistant dis- 
trict Group supervisor at Richmond, Va, 
in 1948. He was transferred to Reading, 
Pa., in 1953 in the same capacity. 

A native of Wallingford, Conn., he was 
graduated from the High School of Com- 
merce and received his B.S. degree from 
Springfield College, Springfield, Mass. 
where he majored in education. He 
served as a personnel officer in the Navy 
for more than three years and is pres- 
ently in the inactive Naval Reserve. 


Pansing Appointment 
Thomas R. Pansing, former Nebraska 
Insurance Commissioner, has been ap- 
pointed general counsel of (Nebraska 
National Life Insurance Co. 


Promoted by Monarch Life 


Monarch Life has just promoted Albert 
5S. McNeer from agency supervisor to 
general agent in charge of the com- 
pany’s Charleston office and field opera- 
tions extending over 42 counties in 
West Virginia. 

Agency Vice President Raymond C. 
Swanson also has announced the trans- 
fer of Bryn T. Evans, general agent from 
Harrisburg to Pittsburgh. 

Mr. McNeer has been with Monarch 
since 1950, first as a field underwriter 
and then — after entering the company’s 
management training program in July 
1956 — as supervisor of the Charleston 
agency. 

Mr. Evans, who was Monarch’s general 
agent in Harrisburg for five years, took 
over a larger territory upon his transfer 
to Pittsburgh. This was his third pro- 
motion since he joined the company in 
1951 as a supervisor working out of the 
home office in Springfield, Mass. 
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More management men every day are talking to 
Provident Mutual agents about group insurance. 
Provident Mutual offers every major group cov- 
erage, engineered by trained specialists in the 
group field—men whose technical skills are 
matched by their understanding of the human 
values involved. 

Other important employee benefits factors are 





















































“With taxes the way thev are, boss, how about skipping the raise 
and giving us Provident Mutual group insurance benefits?” 


part of the Provident Mutual picture, too—such 
factors as salary savings, and a broad line of 
policies and services for funding pension and 
profit sharing trusts. 

And that’s why more brokers every day —brok- 
ers with an eye to sales and service—are associ- 
ating themselves with Provident Mutual. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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SIMMONS 


DR. W. H 


Two appointments in the medical de- 
partment of The Travelers have been an- 
nounced by Dr. Ralph M. Filson, M.D., 
chief medical director 

Dr. William H. Simmons, M.D., 
been named associate radiologist in the 
medical department. He will be associ- 
ated with Dr. C. C. Hoffman, radiologist 
for the companies, located in the home 
office. He has been serving since 1954 
as chief, Radiology Service, United States 
Public Health Service Hospital in Lex- 
ington, Ky. 

He is a native of Des Moines and 
received his Doctor of Medicine degree 
from Northwestern University. Doctor 
Simmons served a rotating internship at 
the Evanston Hospital in Evanston, III. 

He received a fellowship in radiology 
at the Mavo Foundation for Medical Edu- 
cation and Research in Rochester, Minn., 
serving there from 1950-53. He has been 
certified as a diplomate, American Board 
of Radiology, certified in all three 
branches, diagnosis, therapy and physics. 

During World War II, he was on active 
duty from 1943-46 in the V-12 college 
training program and as a hospital corps- 
man at the U. S. Naval Hospital, Great 
Lakes, Ill. He served on active duty 
with the U. S. Public Health Service 
from 1953-57 and upon his separation 
from active duty had the rank of senior 
surgeon. 

Dr. Emily E. Jones has been appointed 
t medical director in the employe 


has 


assistan 


health division of the medical depart 
ment 

Doctor Jones will be associated with 
Dr. C. P. LeRoyer, medical director, 
employe health division. A native of 
Smithfield, Va., she received her B.S. 


egree from Mary Washington College, 

edericksburg, Va., and her M.D. de- 

£ from the Medical College of Vir- 
gini t Richmond. 

Sh rved a rotating internship at 

illis Hospital in Richmond 

3-57 served in private prac- 

tice of medicine in Richmond, She was 


W. E. Stough, Chairman 
Of Nationwide Life 


W. E. Stough of Galion, Ohio, has 
been elected chairman of Nationwide 
Life, succeeding the late Perry L. Green 
who died July 28. Murray D. Lincoln, 
president of the Nationwide Companies, 
a as president of Nationwide 
ire. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











Travelers Medical Department Appointments 





DR. EMILY E. JONES 





on the staff of the Johnston-Willis Hos- 
pital. 























Announcing — 
Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 

Father Age 30-$5,000; Mother Age 30-$1,000. 

All Children and New Arrivals-$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


$160 Million in Force in Less Than 5 Years 
GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





Tenney Heads Agencies 
For Cal-Western Life 


California-Western States Life 
elected Lynn Tenney as vice president 
and manager of agencies. Mr. Tenney, 
who for the past seven years has been 
superintendent of agencies for Cal-West- 
ern Life with headquarters in Dallas, 
succeeds the late Leland C. Tallman. 

Prior to joining Cal-Western Life in 
1950, Mr. Tenney had been associated 
for twelve years with Republic National 
Life in Dallas. He began his life insur- 
ance career with that company as an 
agent and during this period, in 1940 
and 1941, he led his company in the 
production of new business. He later was 
named a general agent for Republic Na- 
tional and for three years before joining 
Cal-Western Life was vice president and 
manager of the firm’s brokerage depart- 


has 


ment in the Dallas home office. 

As Cal-Western Life superintendent 
of agencies, Tenney was responsible for 
his firm’s agency development work in 
Houston, Dallas, Fort Worth, Corpus 
Christi, San Antonio, El Paso, Tyler, 
Amarillo, Lubbock, and Austin. 






































Issue Age-30 100 Units Issue Age-40 
Initial |) _ Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy Benefit |Insurance| Loan Benefit Insurance| Loan 
1 | 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
a) S 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 =| 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 

(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 


































WANTED— 


Unit manager for prominent life 
insurance agency in Brooklyn, N. Y, 
Reply Box 2549, The Eastern Un. 
derwriter, 93 Nassau Street, New 
York 38, N. Y. 
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Spokane Agency Manager 
For Phoenix Mutual Life 


LeROY M. SWEAT 


Phoenix Mutual Life, Hartford, has 


announced the appointment of LeRoy M. 
Sweat as manager of the 
Spokane agency. Mr. Sweat has been 
associated with Phoenix Mutual since 
1952 and has had field management ex- 
perience in Cleveland, Cincinnati and 
3oston, A graduate of the University of 
Florida, he served as a lieutenant com- 
mander in the Navy during the Korean 
War. 


company’s 


Promote O’Dell, Sterling 

Occidental Life of California announces 
the promotions of Paul S. O’Dell and 
William Sterling, Jr., to assistant re- 
gional Group managers. 

Mr. O’Dell, associated with the San 
Francisco Group office, joined Occidental 
in 1953 as assistant manager of the San 
Francisco branch office. He transferred 
to the Group service department the fol- 
lowing year and became a Group sales 
representative in 1956. 

Mr. Sterling joined Occidental in 1955 
and is with the Pittsburgh Group office. 
He is a member of the Pennsylvania 
Life Underwriter; Association. 


Northwestern Nationa 


Reports Increase of 25% 

Sales of individual policies by agents 
of Northwestern National Life during 
August showed an increase of more than 
25% over August of 1956 and were 
2,000,000 higher than the best previous 
August in the company’s history, John 
Pillsbury, Jr., president, reports. 

Mr. Pillsbury also stated that in the 
11 months ending August 31, the firm’s 
Ordinary business was 10% greater than 
in any previous full year. 

Minnesota, Texas and 
counted for the largest increases, al- 
though gains were general throughout 
the company’s operating territory. 


Illinois ac- 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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How Planned Programs 
Have Changed Picture 


IN BIG BENEFITS RISE 


Iah Le 


SHOWN 





Holgar J. t Institute 
of Lif2 Insuranc2, Sadees Inter- 
national Claim Association 


Atlantic City—A quiet revolution in 
the form of family insurance protection 
over the past two decades has drastically 
changed the public attitude towards pol- 


icy benefits and the company handling 
of these benefits, Holgar J. Johnson, 
president of the Institute of Life Insur- 
ance, said here. Addressing the annual 
meeting of the International Claim Asso- 
ciation, Mr. Johnson said that since the 
1930s, life insurance has largely changed 
from a casual package without specific 
purpose to a planned family program, in- 
corporating income payments far into 
the future and, equally striking, a whole 
new package of hospitalization, surgical 


benefits and accident and sickness insur- 
ance has been added, covering a big 
share of the nation’s total disability 
bill. 


“Just these two major changes have 


resulted in a material re shaping and 
speeding up of benefit payment,’ Mr. 
Johnson said. “They have increased 


the responsibilities of the men in charge 
of this, multiplied their work many times 
over and greatly increased the detail 
work per case. But at the same time, 
they have developed a more sympathetic 
and cooperative attitude on the part of 
the public which now sees on every 
hand the object lesson of swift fulfill- 
ment of the contractual obligations in 
their policies.” 


Big Rise in Benefits 


Some measure of the increased scope 
of the claim work of the life companies 
is found in the total of benefits paid by 
the life companies each year, according 
to Mr. Johnson. 

“This year, the life insurance com- 
panies will pay out to American families 
some $6,600,000,000 in benefits under life 
policies, in the neighborhood of $2,000,- 
000,000 under health insurance policies 
and nearly $800,000,000 of income pay- 
ments from benefit settlements of pre- 


vious years, making a total of nearly 
$10,000,000,000,” he said. “This is be- 
tween $7, 000,000,000 and — $8,000,000,000 


more than in 1940, and represents many 
millions of additional cases, with a tar 
more complex make-up than in former 
years. 

3enefits payment is the ultimate ob- 
jective of all insurance, according to the 
Institute head, but to be fully effective, 
speed and complete contractual fulfill- 
ment are essential. 

“The long record of 
benefit payments, through wars, eco- 
nomic catastrophes and disastrous epi- 
demics, stands as testimony of the con- 
tractual fulfillment,” he explained. 
“Furthermore, as a result of a con- 
tinuous search for improved methods, 
these payments have been continuously 
speeded up, now being largely accom- 
plished within 24 hours of receipt of the 
necessary papers. Looking ahead, we 
see hope for even greater speed- up, as 
electronic experts hold out the prospect 
of over-the-counter benefit payment 
through electronic tie-in of local offices 
and head offices.” 

lr. Johnson also cited the extent to 
which life insurance companies go in 
seeking to make full settlement even 
vost policyholders or beneficiaries are 
ost 

“Thousands of persons turn up on the 
lost list every year,” he said, “as is the 
case in every business. In life insur- 
ance, an immediate and intensive search 
1s made to track down these persons and 
See that the policy proceeds get to the 
tight person as quickly as possible.” 
Insurance companies have a two-fold 
interest in all policy settlements, Mr. 
Johnson said: (1) to pay as quickly as 
Possible the full amount due; and (2) 
to make certain, in the interests of the 
Many millions of policyholders, that no 
wnwarranted payments are made. 


life insurance 


Bankers Security Men 
Hear President Lawton 


GENERAL AGENTS AT POCONO 





Company to Increase Retentions; New 
Line of A. & S. Contracts; 
Awards to Leaders 


Making his first appearance before the 
field force of Bankers Security Life since 
his recent election as president, G. Albert 
Lawton told the general agents at their 
convention at Pocono Manor Inn that 
plans are already under way to increase 
retentions; for revision of purrs: devel- 
opment of sales plans and selling aids; 
a recruiting and training program; im- 
provement of internal systems; addi- 
tional policy forms; 
munications and the sponsoring of sales 


improved field com- 


clinics. 
Grandin Tells of New A. & S. Contracts 
Mr. Lawton was followed by Edward 
S. Grandin, III, director of the com- 
pany’s accident and sickness department, 
who outlined in the company’s 
complete new portfolio of A. & S. 
which include schedule disability 
individual 


detail 
con- 
tracts, 
and accident policies, 
and family hospital expense, and a mod- 
erate cost disability contract. A series of 
riders completed the portfolio which Mr. 
Grandin described on the whole as “one 
of the most saleable protection packages 
on the market today.” 

Allen Eastlack, vice president and ac- 
tuary, reviewed the company’s early de- 
velopment and growth, as a preface to 
his optimistic outlook for future expan- 
He cited, as an example of the 


‘built-in adaptability,” that it 
insurance in 
field of 


senior, 


sion, 
company’s ‘ 
had originated credit life 
this country, now a $17 billion 
underwriting. 

Charles Seibel, supervisor of Al Boklan 
Associates; Morris Horowitz of the 
agency of the it name, and Victor Hendry, 
Bankers Security Life underwriter, led 
a panel session that went into overtime 
as it generated a spirited discussion on 
the “rights and responsibilities” of the 
company and the general agent. 

At the closing banquet presided over 
by Harry O’Brien, first vice Srenilnet, 
new business and achievement trophies 
were awarded by George J. Harrison, 


vice president, to Albert Boklan of Ai 
Boklan Associates and Morris Horo- 
witz. Both were among the company’s 


outstanding producers and agency admin- 
istrators, Mr. Harrison said. 

Pasquale Quarto, well known _ vice 
president in charge of agency training 
for Bankers National of Montclair, N. J. 
delivered the principal address. His thor- 
oughly inform itive and instructive analy- 
sis of sales and training techniques was 
one of the convention’s highlights. 

Robert Westendorf, assistant treas- 
urer, who, together with Mr. Harrison 
was ‘responsible for much of the conven- 
tion’s successful planning and detail 
drew special tribute from Mr. O’Brien 
and those attending. 





“From this very fact, it is obvious that 
insurance men charged with approving 
these benefit payments must be — e 
operators in the field of public relations,” 
he said. “Every such payment is a vital 
point of contact, not only with the recip- 
ient but all his friends and neighbors, 
and consequently builds public relation- 
ships. Some measure of how smoothly 
these contacts go may be seen in the 
reports of several companies that, of 
their large and continuous flow of bene- 
fit payments, questions arise in only a 
few hundredths of 1 percent. These 
questions have to be satisfactorily set- 
tled, in the interests of the holders of 
more than 300,000,000 life or health in- 
surance policies and they ar> settled to 
everyone’s satisfaction in all but a few 
cases. It is those few cases that must 
be deftly handled, to avoid ill-will.” 








in our neighborhood. 


to you and to clients. 
show you around. 


Connecticut. 





A cordial welcome to you, our insurance friends, 
to visit us in our new home the next time you are 


Our attractive. new building—in Bloomfield, just 
five miles northwest of downtown Hartford — will, 
we believe, increase the effectiveness of our service 
And we would be delighted to 


If you would like to have a booklet about our new 
home, we’ll be happy to send you a copy. Connecticut 
General Life Insurance Company, Hartford 15, 

















president in 
division, Re- 


vice 
reinsurance 
public National Life Insurance Company, 
Dallas, is proudly showing the first edi- 


W. N 


charge of the 


Stannus, 


the “Reinsurance NEWS” to 
Aubert Thorton, Cosmopolitan Life of 
Lake Charles, La., and Milton G. Pace, 
American Savings Life of Phoenix, Ariz. 

This new reinsurance service consists 
of a folder packed with informative ma- 
terial for the benefit of the company’s 
reinsurance clients and_ prospective 
clients. helo these items are a review 
of the company’s experience with the 


tion of 


Stanford Y. Smith Rejoins 
Liberty National Life 


Stanford Y. Smith returned to Liberty 
National Life, Alabama as 
director of manpower development after 
Life 
Associa- 


Birmingham, 


four years as a consultant with 
Insurance Agency Management 
tion in Hartford. In addition to his being 
a consultant to some thirty 
Mr. Smith co-authored the text 


aging a District;” authored the 


companies, 
“Man- 
book 


plan, a practical underwrit- 
Mal Thomas, assistant 
in charge of reinsurance 
of general 


family 
article by 
vice president 
underwriting, plus a number 
news items. 

The first kit also includes a new bro- 
chure which outlines some of the serv- 
ices offered by Republic’s reinsurance 
division. Plans are to send the kit which 
is titled “What’s NEWS in Reinsur- 
ance” at frequent intervals. 

A copy of the kit is obtainable by 
writing to the reinsurance division of 
Republic National Life, Dallas, Texas. 


new 


ing 


“Profitable Prospecting for the Combin- 
instructed in fourteen 
LIAMA and served as a staff 
representative on three key executive 
combination companies, 


ation Agent;” 


schools > 


committees — 
education and training, and membership. 

Mr. Smith was employed as an agent 
for Liberty National in 1940. Six years 
later he became a superintendent and in 
1948 was promoted to the office of dis- 
trict manager. At the time of his LI- 
AMA appointment, he was manager of 
the Memphis district. 
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N. Y. Life Home Office Promotions 


Byrnes, McCallion, Everett, Gleason, Jones, Phelan, Clarke, 
Musselman, Ross, Wier, Marsh, Hart, Woodbridge, 
Duncan, Advanced; Other Appointments Made 


The following promotions in the office 
of the general counsel of New York 
Life have been announced: Frank A. 
Byrnes and Harry J. McCallion to asso- 
ciate general counsel; Edward Everett 
and tg F. Gleason to assistant general 
counsel; Edwin M. Jones and James V. 
Phelan "to counsel; Joseph G. Clarke, 
Francis C. Musselman, Frederick A. 
Ross and Harry E. Wier to assistant 
counsel. 


member of the District of Columbia and 
the New York Bar Associations. 

Mr. Gleason joined New York Life as 
a tax attorney in 1948 and was promoted 
to assistant counsel in 1954 and counsel 
in 1955. A graduate of Fordham Law 
School, New York University Graduate 
Law School and the Harvard Advanced 
Management Program, he_ previously 
served with the FBI. Mr. Gleason is a 
member of the American Bar Associa- 





FRANK A. BYRNES 


Also George J. Marsh to second vice 
president in the agency department; li 
son H. Hart and Richard G. Woodbrid ge 
to second vice presidents in the invest- 
ment department; Frederick G. Duncan 
to assistant vice president in the treas- 
ury department; Thomas Irvine to asso- 
ciate Group actuary in the Group 
department; George N. Kaufman to 
executive assistant in the office of 
Charles W. V. Meares, vice president in 
charge of personnel; George H. Kelley 
to director of sales publications in the 
agency department and James W. Chap- 
man to manager of Group claims in the 
Group department. 

Mr. Byrnes has been with New York 
Life since 1934, except for a brief period 
with Rheems Manufacturing Company, 
where he served as assistant general 
attorney and assistant secretary. A 
member of the New York State and 
he American Bar associations, he was 


ppointed assistant general counsel in 
1954, specializing in legal aspects of New 
York Life’s investments. Mr. Byrnes is 
a graduate of New York University and 
Fordi 1am University Law School. 


Mr. Me illion, who joined New York 
Life as member of the office of the 
general counsel in 1947, also was appoint- 
ed assistant general counsel in 1954. 
A graduate of the City College of New 
York and Fordham Law School, he was 
previously a member of the law firm of 
Debevoise, Plimpton and McLeon. Mr. 
McCallion has specialized in legal mat- 
ters perte ining to insurance agency af- 
fairs. He is a member of the American 
Bar Association and = Bar Association 
of the City of New York. 

Mr. Everett, who has held the position 
of counsel since 1951, joined the com- 
pany in 1949. Before joining the com- 
pany, he served with the Securities Ex- 
change Commission, United States 
Housing Authority, United States Mari- 
time Commission and as senior attorney 
with the law firm of Root, Ballantine, 
Harlan, Bushby and Palmer. A gradu- 
ate of the University of Florida and 
Harvard Law School, Mr. Everett is a 


Fabian Bachrach 
McCALLION 


HARRY J. 


tion and the New York State Bar Asso- 
ciation. 

Mr. Jones, previously an assistant 
counsel specializing in taxes, is a gradu- 
ate of Yale University and received 
bachelor and masters degrees from New 
York University Law School. Before 
joining New York Life in 1952, he was 
with a New York investment company. 
Mr. Jones, who is a member of the New 
York State, New York City and Con- 
necticut State Bar Association, is serv- 
ing with the New York State Bar Asso- 
ciation as chairman of the committee on 
insurance and annuities. 

Mr. Phelan, a past president of the 
Goodfellow ship Club, has been with New 
York Life since 1931. He has worked in 
selection and rating, policy loans and 
program agreement Be joined the office 
of the general counsel in 1947. A mem- 
ber of the New York State Bar Associa- 
tion, Mr. Phelan received his bachelor 
and masters degrees in law from Ford- 
ham University. He was appointed assis- 
tant counsel in 1954. 

Mr. Clarke joined the office of the 
general counsel in 1929. A graduate of 
Fordham University and Fordham Uni- 
versity Law School, he was admitted to 
the New York State Bar Association in 
1932 

Mr. Musselman joined the company in 
1926 and has worked in the office of the 
general counsel since that time A mem- 
ber of the New York State Bar Asso- 
ciation since 1931, he is a gradu: ite of 
Hamilton College and Fordham Univer- 
sity Law School. 

Mr. Ross has been an attorney with 
the company since 1949. He is a member 
of the New York State Bar Association 
and a graduate of Colgate University 
and Yale University Law School. 

Mr. Wier, who was admitted to the 
New York State Bar Association in 
1925, has been a member of the office 
of the general counsel since he joined 
the —— any in 1934. He is a graduate 
of Brooklyn Law School. 

Mr. Marsh, assistant vice president in 
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RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 
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the agency department since 1954, joined 
New York Life in 1931 as an agent with 
the San Francisco general office, where 
he was later named assistant manager. 
In 1938 he was named manager of the 
Spokane general office. In 1946 he re- 
turned to the home office as director of 
sales methods research and field training. 
Mr. Marsh will continue to head the 
agency research office. 

Mr. Hart joined New York Life’s in- 
vestment department last October as 
director of economic studies. Previously, 
he was research associate with the Life 
Insurance Association of America and 
a member of Lionel D. Edie and Co., Inc. 
A graduate of Trinity College, he receiv- 
ed his doctorate in economics from the 
Yale Graduate School in 1946. Mr. Hart 
will continue to specialize in economic 
studies and research for the investment 
department. 

Mr. Woodbridge joined the investment 
department in 1949 as an industrial spe- 
cialist. He later was named senior indus- 
trial specialist and, in 1954, was pro- 
moted to executive assistant. Before join- 
ing the company, he worked in the 
industrial engineering department ot I. 
I du Pont de Nemours & Co. Mr. 
Woodbridge, who is chairman of the 
atomic energy committee in the invest- 
ment department, received bachelor, 
masters and doctorate degrees from 
Princeton University. <iv ack 

Mr. Duncan, who has been active in 
the establishment of New York Liie’s 
Check-O-Matic program, joined the com- 


MARSH 


GEORGE J. 


pany in 1950 as head of the bank diviston 
in the treasury department. He was 
appointed manager of the division at tne 
end of 1950 and assistant treasurer in 
1952. Mr. Duncan was prnreeid assis- 
tant treasurer with the Guarantee Trust 
Company. 

Mr. Irvine joined New York Life in 
1933 as executive assistant in the agency 
department and was transferred to the 
Group department in 1944. Mr. Irvine 
is a graduate of Trinity College and pre- 
viously served as an actuary with the 
American Life Insurance Association. He 
is a Fellow in the Society of Actuaries. 

Mr. Kaufman has been with the com- 
pany since 1952 as administrative assis- 
tant in the office of Vice Presiden: 
Charles W. V. Meares. A graduate of 
Ohio State University, Mr. Kaufman, 


who was formerly a management con- 








THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 


dable service. 








LEE 


NASHEM AGENCY 
10 East 2nd. Street 
New York 17 y 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. 








Includes Sub-Standard 


New York Life announces to its field 
the liberalization of its Family Insurance 
program to include sub-standard lives, 


Shilling Asst. General Agent 

Rolla R. Hays, Jr., general agent for 
New England Life at Los Angeles has 
appointed John J. Shilling assistant gen- 
eral agent. A resident of San Marino, 
Mr. Shilling graduated from University 
of Utah, took a post-graduate course at 
the U. S. Naval Academy, following 
which he served as lieutenant commander 
during World War II. For the past 
eleven years he has been associated 
with the Home Life of New York as field 
underwriter, home office agency super- 
visor and, most recently, as local man- 
ager. 

Mr. Shilling is active in various civic 
and industry organizations, is chairman 
of the board of the Adoption Institute 
of Los Angeles, and is a member of the 
Los Angeles Athletic Club and Palm 
Springs Ranch Club. 


UNION CENTRAL NAMES RIGGS 
Russell H. Riggs, a member of the 
Indianapolis agency of Union Central 
Life, has been appointed a_ supervisor 
in the agency. Mr. Riggs’ appointment 
was announced by Oren D. Pritchard, 
agency manager in Indianapolis. 

Mr. Riggs joined Union Central as an 
agent in March of 1955. Prior to that 
time, he had worked in Indianapolis for 
the Wm. H. Block Co. and earlier as a 
personnel officer with the Navy Depart- 
ment. 

A native of Paducah, Ky., Mr. Riggs 
has lived in Indiz anapolis since his gradu- 
ation from the University of Kentucky 
in 1950. 





sultant for George A. Eliot and Com- 
pany, is currently developing a methods 
improvement sgrtige, course, which is 
being offered in the Group dep irtment. 
Mr. Kelley, who became manager of 
sales publications in 1953, joined New 
York Life in 1928. Since then his work 
has concerned the preparation and ad- 
ministration of the company’s direct mail 
program and sales literature. In 1944 he 
was named supervisor and in 1948 editor 
of sales publications. Mr, Kelley a 
a chartered life underwriter in 1947. 
is a graduate of Princeton Aa te A: 
Mr. Chapman joined New York Life 
in 1951 as claims approver in the Group 
department. He was appointed claims 
supervisor in 1952 and assistant manager 
in 1953. Mr. Chapman was formerly 
associated with Zurich General Acci- 
dent and Liability. 
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Kennedy On Challenges 


(Continued from Page 12) 


because we are dealing in intangibles 
does not mean there are no tangible 
yardsticks against which we can measure 
our performance. 

“There are, for example, many yard- 
sticks which we can apply against our 
advertising—readership reports, radio 
and TV ratings, billboard audits which 
indicate the number of people who are 
seeiig our messages. Several companies 
pre-test their printed advertising so that 
they have a pretty good idea even before 
an advertisement is run of how much 
attention it will command and, what is 
everl more important, whether readers 
will understand the basic message. One 
company tests its TV commercials with 
actual sample audiences to find out what 
appeals and what techniques will be most 
effective. 

“You are all familiar with what has 
been done by several companies in sam- 
pling policyholder opinions and _atti- 
tudes, finding out what procedures cause 
irritation and delay, and whether com- 
pany correspondence measures up from 
a public relations standpoint. Many edi- 
tors are no longer satisfied to distribute 
a publication and hope that its readers 
will get something out of it. They con- 
duct readership surveys not only to find 
out what kinds of materials are most 
appealing but also to discover areas of 
information and mis-information that 
their publications can clarify. 

“Some companies—notably several out- 
side the life insurance business—have 
gone further than this in conducting 
surveys which have sought to find out 
what employes know and don’t know 
about their company and the source of 
information. Such surveys have indi- 
cated not only the effectiveness of the 
company’s publications in communicating 
ideas but have evaluated the company’s 
whole communications system—includ- 
ing meetings, bulletins, the pass-along 
from supervisor to clerk, and everything 
else. 

“At least one company—and_ there 

probably are many others—attempts to 
evaluate its whole communications pro- 
gram with the general public by conduct- 
ing an annual attitudes survey through- 
out the areas where it does most of its 
business. This survey not only measures 
attitudes towards the company but seeks 
to differentiate between the attitudes of 
those exposed to the company’s various 
public relations and advertising pro- 
grams and those who are not. 
_ “This Challenge of Proof, as I see it, 
is helped considerably by a state of 
mind—a state of mind that is continually 
looking for ways in which we can pretest 
and ways in which we can evaluate final 
results. Let’s not emulate the man who 
is supposed to have said, ‘I’ve already 
made up my mind—don’t confuse me 
with facts.’ 

“l’ve talked about these three chal- 
lenges primarily from the standpoint of 
your contribution to your company and 
its successful operation. I need hardly 
point out that as these challenges are 
met you yourself become a more respon- 
sible member of the team. And with 
more responsibility comes more stature. 
The kind of work that you and I are 
doing is not only being recognized by 
management, it is becoming an integral 
part of management. It has come a long 
way in the last few years—it will go a 
lot further in the years ahead. 

“ 

We are in a dynamic part of a dy- 
namic business—with newly developing 
techniques which can be used in an 
ever widening area of company responsi- 
bilities. The opportunities for the LAA 
member are tremendous—and so are the 
obligations. With broadening responsi- 
bility must come sharper objectives, bet- 
ter organization and clearer evaluation 
of results. What could be more chal- 
lenging in the years ahead ?” 








Dr. Edgar W. Beckwith Dies 


Dr. mae W. Beckwith, retired medi- 
cal director of Equitable Life Assurance 
Society, died this week. Dr. Beckwith 
retired from the Equitable in 1953. 


Washington National 
Names Two General Agents 


Washington National announces the 
appointment of two general agents, 
through P. W. Watt, president. Pro- 
moted to general agent in Rochester, 
Minnesota is Willard D. Larson. Charles 
N. Miller, has been named general agent 
in Mankato, Minn. 

For eight years prior to coming with 
Washington National, Mr. Larson had 
been employed at the Rochester Dairy in 
managerial and sales capacities. He be- 
came a sales representative for W ashing- 
ton National in July of 1954 and re- 
mained in that position until his recent 
promotion. Mr. Larson successfully com- 
pleted the two year course of study 
offered by the Life Underwriter Train- 
ing Council. He is vice president of his 
local Life Underwriters Association. 

Mr. Miller has served Washington 
National as a district agent in Man- 
kato from October, 1955, until his recent 
promotion to general agent. He is an 
active member of the Life Underwriters 
Association presently holding the office 
of vice president of the Southern Min- 
nesota Association. 


Pennsylvania Sets Group 
Premium Minimum Limits 


Insurance Commissioner Francis R. 
Smith of Pennsylvania has ruled that no 
company shall issue a Group life policy 
on which the premium shall be less than 
the minimum gross premium indicated 
below: 

The minimum gross annual yearly re- 
newable term premium shall be equal to 
the net C.S.O. 3% premium loaded 10% 
plus a constant of $1.80 per $1.000 of 
insurance on the first $75,000 of insur- 
ance in the Group. 

Fractional gross premiums are to he 
determined as follows: Semi-annual, 
1.0075 times the gross annual premium 
divided by 2; Quarterly, 1.01 times the 
gross annual premium divided by 4: 
Monthly, 1.015 times the gross annual 
premium divided by 12. 

For premiums other than annual. the 
constant shall be: Semi-annual, $0.90; 
quarterly, $0.45; monthly, $0.15. 

“The minimum Group life premium 
may include extended death benefit and 
waiver of premium,” says the Commis- 
sioner’s communication. “For the disa- 
bility benefit which provides for the 
payment of the face amount of insurance 
in installments in the event of total and 
permanent disability, an extra annual 
premium of at least $1.00 per $1,000 of 
face amount shall be charged and the 
amount thereof shall be stated as a part 
of the printed text. 

“We wish to call to your attention, 
however, that in accordance with the 
statute any policy of Group life insur- 
ance issued within this Commonwealth 
may provide for a readjustment of the 
rate based on experience at the end of 
the first year or anv subsequent vear, 
but such readiustment mav he made 
retroactive only for such policy year.” 


K. C. Life Names R. B. Perrv 


Rohert B. Perry has been apnointed 
Kansas Citv Life general agent for 29 
counties in Nebraska and 18 counties in 
Towa. His headquarters will be at 
Omaha. 

Mr. Perry is a CLU and has been in 
the life insurance business seven years, 
three as an agent for Kansas City Life, 
and four as a branch manager with an- 
other large company. He previously had 
served five years as a regional sales 
manager for a large manufacturing com- 
pany. 

Born at Moberlv, Mo., Mr. Perry was 
graduated from the University of Kan- 
sas with an A. B. degree. He is a mem- 


her of GAMC and of the Lions Club of 
Kansas Citv and has served as a director 
of the Life Underwriters 


Association. 


To Appeal VA Decision 


Washington — The board of governors 
of National Association of Securities 
Dealers has decided to appeal the de- 
cision of the Federal District Court in 
which Federal Judge Robert N. Wilkin 
held that variable annuity contracts are 
not subject to the jurisdiction of the 
Securities and Exchange Commission. 
The NASD intervened on the side of the 
SEC in the case. The SEC has not yet 
decided formally whether to appeal the 
decision. 

Wallace H. Fulton, executive director 
of NASD, said the board of the associa- 
tion oe prepared to carry the issue to the 

Supreme Court. He said counsel 
for a association is preparing an appeal 
from the District Court decision to the 
Court of Appeals. This appeal will be 
filed in continued support of the con- 
tention that variable annuity contracts 
are securities. Further, the NASD con- 
tends that these contracts should be 
subject to registration under the Secur- 
ities Act of 1933 and the issuers of such 
contracts subject to the Investment Com- 
pany Act of 1940. 


Conn. General Makes Five 


Management Appointments 

Connecticut General Life announced 
five management appointments in its 
field Group insurance and pension or- 
ganization. 

Amos F. Hutchins, Jr. has been ap- 
pointed district Group manager in Bal- 
timore. Marcy B. Sellew will be Group 
manager at the John St., New York City, 
branch office, and David Y. Miller will 
be assistant district Group manager in 
Baltimore. * 

Named district Group pension super- 
visors are Merbert Abrams in Detroit 
and Donald A. Walters in Fort Worth. 

Mr. Hutchins, a graduate of Trinity 
College in Hartford, joined Connecticut 
General in 1949. Prior to his appoint- 
ment he was assistant district Group 
manager in Baltimore. 

Mr. Sellew has been with the company 
since 1942. He has served as Group 
manager in Richmond and as district 
Group manager in Baltimore. He is a 
graduate of Wesleyan University in Mid- 
dletown, Conn. 

Mr. Miller attended Antioch College 
in Ohio. He joined Connecticut General 
in 1953 as a Group service representative 
in Albany and prior to his appointment 
was district Group manager there. 

Mr. Abrams has been serving as a 
Group pension representative in New 
York City. A graduate of the Univer- 
sity of Massachusetts, he joined the 
company in 1954. 

Mr. Walters joined the company in 
1953 as a member of the home office 
Group sales department and a year later 
served as a Group pension representative 
in New York City. A graduate of the 
University of Georgia, he has been dis- 
trict Group pension supervisor in Detroit 


Mutual Benefit Appoints 
J. S. Sierra in Dallas 


Appointment of Johnny S. Sierra as 
assistant general agent of the Gus 
Hansch Agency in Dallas of Mutual 
3enefit Life of Newark has been an- 
nounced. 

Well known in the life insurance field, 
Mr. Sierra has figured prominently in 
life insurance educational circles. He 
addressed the National Association of 
Life Underwriters and the Million Dol- 
lar Round Table in 1955. The following 
year he was the guest speaker at the 
Tri-Cities sales congress in Dallas, Hous- 
ton and San Antonio. This year Mr. 
Sierra has been invited to addres: 
various life underwriter association: 
throughout the United States, Canada 
and Mexico, 

A past director of the Life Underwrit- 
ers Association of Dallas and a perma- 
nent guest lecturer at SMU’s Institute 
of Insurance Marketing, Mr. Sierra is a 
life and qualifying member of the Mil- 
lion Dollar Round Table. He began his 
life insurance career in 1947, 





Roland E. Hunt Dies 


Roland E. Hunt, 71, retired assistant 
vice president of Union Central Life, 
died recently at his home after an ex- 
tended illness. Mr. Hunt, a registered 
architect in both Ohio and Indiana, had 
been associated with Union Central in 
its financial department since 1934. He 
was elected an assistant vice president 
of the company in 1947. 

Mr. Hunt was a practicing architect in 
Cincinnati from 1911 until he joined The 
Union Central, first in his own name and 
later as a partner in the firm of Hunt 


and Allan. 





your Mutual 
g Benefit 
Vj Life Man 





planning 
that turns 
prospects 
into 
clients.” 


It takes thoughtful planning 

to produce anything worthwhile— 
from a best-selling novel to a 
slum-clearance program. And 
Mutual Benefit Life’s basic 
philosophy holds that any man’s 
financial future deserves the same 
careful planning. All Mutual Benefit 
Life men like Robert M. Thompson 
of Pittsburgh, believe this, too— 
and are thoroughly trained to 

put it into practice. We think it’s a 
major reason for their success with 
the clients they serve .. . clients 
who know that a policy is no 
substitute for a plan. 





The Mutual Benefit Life 


Insurance Company, Newark, N. J. 
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THE GOLD BOOK WILL BE 

PUBLISHED NEXT WEEK 
The Gold Book of Life 
Selling, 
Eastern Underwriter as a part of the 
this paper, will makes its 
Widely read 


contents are 


regular issue of 
appearance next week. 
throughout the field its 
frequently used as a base for discussion 
at Monday morning meetings of general 
agents or managers. It is selected in this 
role because of the authority of its au- 
thors and timeliness of the subjects dis- 
cussed. 

The theme of The Gold Book this year 
is the changing market in life insurance 
These changes, now being evidenced in 
numerous directions, have grown as the 
companies are experiencing the most 
prosperous period in their history. Ex- 
panding industry apparent in every sec- 
tion of the nation is demonstrated by 
constant enlargement of plants or re- 
banking 


employment 


building of old ones, activities 


on an accelerating scale, 
at its peak, and corporations building 
up their capital stock structures. 

As the 


growing 


economy advances with the 


requirements of industry for 
insurance on the corporation or business 
as well on the lives of its executives 


ind other employes the insurance com- 





nies are meeting these situations. 


are doing so with new ideas, new 





f coverage or en- 


contracts, new types ¢ 


largement thereof. Some of the con- 


tracts are old ideas refurbished 
Active in the picture also is a more 
aggressive merchandising of life insur- 
ance and its allied lines, sometimes ac- 
companied by large advertising in na- 
tional magazines, occasionally taking the 
form of two-page spreads in one issue 
of a magazine. Current result is that the 
competitive market in life insurance is 
the keenest experienced since the mer- 
Arm- 
strong Committee of New York State 
which investigated life insurance in 1905 
1906 of revised 


in all states. 


chandising which antedated the 


followed by enactment 
insurance codes 

Not all companies are in agreement as 
to the methods they will use in meet 
ing the current market situation. There 
are those who believe that at some point 
in mass coverage operations or in the 
building of larger platforms which act 


Insurance 


published once a year by The 


as a prop for Group insurance agents 
who spend most of their time writing 
insurance on individuals and are in fre- 
quent consultation with them will even- 
tually lose their influence and many of 
their prospect contacts. In denying this, 
other companies insist they are keeping 
up with legitimate demands of the grow- 
ing economy and have responsibility to 
do so 

To clarify the situation The Gold 
300k has asked a large number of top 
home office executives in life insurance 
to present their views on this subject. 
different sides of the 
competitive picture. 

In addition to the market articles The 
Gold Book 
of wide interest to the field forces. 

Paul H. Walker of the Washington 
office of Life Association of 
America, describes the situation in 1957 


They represent 


publishes numerous others 


Insurance 


with reference to taxation of life insur- 
Gilbert W. Fitz- 
second vice president, Metropoli- 
agents’ inter- 


ance. An article by 
hugh, 
tan Life, 
est in proposed legislation on employe 


comments on the 


welfare funds. 

One of the most significant situations 
covered in The Gold Book in the de- 
velopment of insurance during past two 
years is that by which company organi- 
zations are able to write all lines of 
insurance — life, fire, casualty, marine 

by organizing new companies, by pur- 
chases of other companies and by mer- 
ger. This is explained by Chester M. 


Kellogg of Alfred M. Best Co., 


keeps in constant touch with all insur- 


which 


ance companies in America, new as well 
as old. 

The Institute of Life Insurance tells 
how it keeps newspapers and magazines 
informed with new developments in life 
insurance as well as progress of com- 
panies in all directions. Also, the Insti- 
tute explains its new 
will emphasize in many 
communications the hazards of inflation. 


campaign which 
channels of 
And, as usual, there are biographical 
articles of a human interest nature about 
interesting members of the field forces 
of Captain John H. 
Jones of Metropolitan Life who has writ- 


One tells the career 


ten more life insurance than any man 
living and has in force $3% billion of 
Group life insurance. 































































Blackstone Studios 
BRUCE BIELASKI 
A. Bruce Bielaski, assistant general 
manager of National Board of Fire 
Underwriters and head of its famous 
arson bureau, flew on Wednesday for 
San Francisco from where he will go to 
Honolulu to attend the convention of the 
International Association of Chiefs of 
Police. When the convention is over he 
will fly to Tokyo for a visit and then 
flies to Hongkong. Leaving that city he 
will return to Tokyo for a vacation visit 
and then sail from Yokohama for the 
United States on the President Hoover. 
Mrs. Bielaski will accompany him. 


Col. D. sins akiae: chairman, 
agency committee of Phoenix Mutual 
Life, has been elected president of De- 


fense Orientation Conference Associa- 
tion. The election was at a meeting 
which followed a conference between 


members of the orientation group and 
ioint chiefs of staff held in the Pentagon. 
Long active in the Orientation associa- 
tion and for past year its vice president 
for region consisting of New England, 
New York and New Jersey, Col. Hunter 
succeeds as Association president Ray- 
mond W. Burman, president of Raybur 
Corporation, Bucyrus, Ohio. The De- 
fense Orientation Conference Association 
was founded in 1952 with membership 
consisting of those who have participated 
in joint civilian orientation conferences. 

The conferences, initiated by the Depart- 
ment of Defense, are held semi-annually 

* 


Richard G. Fuerst has been nad 
branch manager of the New Castle, Pa. 
branch office of the General Adjustment 
Bureau. A native of Pittsburgh he joined 
the Pittsburgh office of GAB and in 
July, 1954, was named senior adjuster 
at New Castle 

a a 

Holgar J. Johnson, president of the 
Institute of Life Insurance, was recently 
interviewed by one of the Government’s 
key overseas commentators on the Voice 
of America broadcast English speak- 
throughout the world. At 
Washington officials, Mr. 
Johnson discussed the 
life insurance in Amer- 


ing countries 
the request of 
social and eco 
nomic impact of 
ica and answered many 
these subjects put to him during the 
Many of the 
questions dealt with the facts 
concerning life insurance in this country, 
such as insurance per family, assets of 


questions on 


quarter-hour interview. 


basic 


the companies and their investment in 
productive, 
prise. 


employment creating enter- 









bian Bachrach 


MILFORD A. VIE SE 


Milford A. Vieser, financial vice presi- 
dent of Mutual Benefit Life of Newark, 
N. J., has been appointed United States 
representative to the November 18-22 
meeting of the Economic Commission for 
Europe. The announcement was made 
by Senator H. Alexander Smith (R-N.]J.). 
Mr. Vieser will serve on the Was i 
committee of ECE sessions at Geneva, 


Switzerland. 
* * * 


Richard E. Hawes, son of Louis 


Hawes, secretary of the Insurance 
Agents Association of Monroe County, 
N. Y., and Mrs. Hawes, has joined the 


faculty of Penn State University, Uni- 
versity Park, Pa., as instructor in Eng- 
lish. A graduate of East High School, 
Rochester, N. Y., and the University of 
Rochester, he received his Master's de- 
gree at the University of Pennsylvania 
where he has been working on his doc- 


torate thesis, and been instructor in 
freshman English for the past three 
years. Louis Hawes, Jr., is now a Ful- 
bright Scholar in Great Britain. 
* 
F. Roger Downey of the New York 
Insurance Department figured promi- 


nently in a Constitution Day ceremony 
in Downtown New York. As president 
of the New York Chapter, Sons of the 
American Revolution, Mr. Downey pre- 
sented the group’s “Good Citizenship 
Medal” to Major General Ulysses S. 
Grant, III, United States Army (retd.) 
who is president and chairman of the 
\merican Museum of Immigration. 

The ceremony which took place at 
historic Federal Hall Memorial steps, 
at Wall and Nassau Street, was broad- 
cast over station WNYC, the City sta- 
tion, and was translated for re-broad- 
cast to four Iron Curtain countries over 
Radio Free Europe. The museum of im- 
migration is planned to be built at the 
base of the Statue of Liberty, at the old 
3edloe’s Island, recently re-named for 
the famed monument. F. Roger Downey 
is administrative assistant to Superin- 
tendent Leffert Holz. 

* x 


Raymond T. Nelson has been trans- 
ferred from Philadelphia to Pacific Na- 
tional Group home office in San 
Francisco as superintendent of the rating 
and form filing department. He joined the 
Manufacturers Casualty, affiliated with 
the group, in 1943 as superintendent of 
rating and research. Prior to that time 
he had been with the Illinois Insurance 
Department for nine years and held the 
position of chief deputy. A native of 
Chicago, Mr. Nelson is an engineering 
graduate of Northwestern University and 
for years was associated with various 
Midwestern industry bureaus. 
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Echo of International Insurance 
Conference Held in Philadelphia 


The gathering of insurance people 
from all parts of the world in coming 
to Philadelphia some months ago for 
participation in an international insur- 
ance conference is still being discussed 
in some part of the world where insur- 
role in the 


ance plays an important 
national economies. The Philadelphia 
conference is not to be confounded in 


any way with the Hemispheric Insurance 
Conference which has been in existence 
for some years and is of particular in- 
terest to representatives of Marine In- 
surance. The Philadelphia gathering was 
one of a group of events being held 
throughout the year in connection with 
the founding 75 years ago of Wharton 
School of Finance, University of Penn- 
sylvania. 

_In news release about the interna- 
tional insurance conference the state- 
ment was made that possibly it might be 
a forerunner of an annual event in which 
insurance men from all parts of the 
world would gather to discuss common 
problems. One reason why the Phila- 
delphia international drew such an amaz- 
ingly variety of attendance from so many 
parts of the globe was the drawing 
power of the letterhead which haa so 
wide distribution. That letterhead con- 
tained names of dozens of insurance 
executives. In Philadelphia I met two 
insurance men, one from Egypt, the 
other from Pakistan who told me that 
one reason they had come such a dis- 
tance was to meet the great figures in 
the world of insurance, especially som> 
of the men whose names they had read 
on the stationary. Not all these execu- 
tives on the letterhead attended the 
conference but these two had made 
some inter esting acquaintances from the 
top insurance echelon and thought that 
made the visit to the U. S. valuable, but 
told me they were less enthusiastic about 
the addresses they heard delivered there. 
The reason: these papers were on very 
much scattered subjects. A panel on in- 
flation they thought particularly good 
An address by a college president they 
felt had valuable ideas. The luncheon 
talk delivered by Frederic W. Ecker, 
president, Metropolitan Life, explaining 
the partner-to-partner worldwide rela- 
tionship was another which impressed 
them. But they felt that there should 
have been more talks on insurance per 
se which would give them more infor- 
mation on the subject than they could 
obtain at home. 

_ Among those who attended the con- 
ference and spoke of it enthusiastically 
were such officers of American Foreign 
Insurance Association as its president 
ohn A. North and its manager James 
Nichols. Furthermore, American Inter- 
national Insurance U nderwriters, Insur- 
ance Company of North America and 
some others said they regarded the con- 
ference as a valuable, important event 
which would strengthen international in- 
surance organizations. 

One of those liking the Conference 
best is A. L. Kirkpatrick, manager, in- 





















surance department, Chamber of Com- 
merce of the United States. The writer 
asked him for his views about this con- 
ference and its influence on the whole 
international insurance picture. He nas 
given them to me: 

“T am glad to give you my own evalua- 
tion of the conference. I thought it was 
excellently planned and carried out. The 
mere fact that it attracted to Philadel- 
phia as many important executives as it 
did from as many countries is a good 
deal of accomplishment and speaks highly 
for its management. 





“Any critical appraisal of any inter- 
national conference at least any inter 
national insurance conference — can he 


about as favorable or about as adverse 
as one chooses and in either case can 
build up a very substantial argument 
to sustain its position. It depends a good 
deal first upon how narrow or how broad 
a point of view one is willing to take 
and what yardstick one uses in measur- 
ing the accomplishments of the confer- 
ence. 

“My own view is that the insurance 
business in this country lives in an eco- 


nomic and social system in which its 
future — even its very existence in the 
years ahead — will be influenced in a 


major way by what happens in our inter- 
national re lationships as well as at home. 
We must maintain international peace, 
of course. But beyond that, our eco- 
nomic system will be largely affected by 
the decisions which our country makes 
on such things as government, economic 
as well as milit< ary, assistance to foreign 
governments, private investment abroad, 
both in the form of equity ownership and 
in the form of loans, the trend of our 
international trade and many _ other 
things. 

“The decisions which our country 
makes will largely depend upon the 
knowledge and understanding of our 
thinking people. This certainly includes 
our business executives. I strongly be- 
lieve the top executives of our leading 
insurance companies have got to be pre- 





pared in the years ahead to be better 
informed and have a more _ intimate 
understanding of the problems, hopes 


and ambitions of the people of various 
foreign countries. And I think that the 
most natural lines of communication for 
acquiring this knowledge is through per- 
sonal contact with the insurance execu- 
tives from abroad. 

“Once it has been conceded that these 
things are true and that an international 
insurance conference is a good thing, 
then there is an almost limitless number 
of techniques that might be followed in 
carrying out the conference. They are 
probably all good and each aimed to 
accomplish a_ different purpose. The 
Philadelphia Conference was pitched on 
a very high level. The papers and dis- 
cussions were built largely around prob- 
lems and at a level geared to the top 
insurance executives in the United 
States. I think that was good for this 
conference. It seemed to present the 
kind of discussions our own executives 
like and the kind they might have lis- 
tened to in a purely United States con- 
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ference. On the other hand, | doubt 
that it would have been possible for the 
people in the Wharton School, sponsor- 
ing their first international conference, 
to have geared the program on any 
other basis. 

“A future conference held in a foreign 
country would need a program geared 
at the level of the rank and file of the 
insurance executives of that country and 


its neighbors. Such a program might 
not have a great deal of interest and 
appeal to our United Statzs executives 


unless they would be willing to go there 
and participate in the program as a 
sampling of the problems and the level 
of thinking of the executives of that 
country. 
“But the 


important, basic objective of 


the conference, it seems to me, is not 
really accomplished in the forme il meet- 
ings and discussions. To me that is 
mainly the excuse for getting p-ople to- 
gether in a foreign country. The real 
important accomplishments arise out of 
the informal rubbing of elbows, swap- 
ping of ideas, making of friendships that 
go on not only during the few davs 
of the conference, but afterwards, the 
contacts which may be carried on 


through correspondence and future indi- 
vidual visits for months and years ahead 
These benefits are quite intangisle and 
immeasurable, but I am convinced thev 
are by far the most important and most 
lasting. It is this kind of benefits that 
President Eisenhower's ‘People to Peo- 
ple Program’ is aimed at. 

“Tf I were to make any criticism of 
the Philadelphia Conference (and I am 
not offering this as a criticism at all) 
would be there wasn’t enough Hada aie 
ity for this extra curricular mingling 
and getting acquainted. But that takes 
time. In the Hemispheric Insurance 
Conference we have been working at it 
now for almost 12 years. There nave 
been many fine intimate friendships 
formed among those of our fellows who 
have participated and, on the other side, 
some of the most important executives 
of the leading Latin American insurance 
companies. I know that some of our 
United States executives have referred 
to some of our conferences as ‘a jun- 
ket.” IT believe such critics need to 
come out of their shells and realize 
things are not done abroad as they are 
done in the United States. They miss the 
whole point of the internz ational confer- 
ence; namely, to recognize and to under- 
stand how other people live, think, act 
and do business. 

“Tesse Randall, when president of The 
Travelers, remarked to me: ‘I believe 
the time is coming when we will all 
have to do business ee the world 
whether we like it or not.’ I do not know 
how fast that development may come 
upon us, but it is coming just as I was 
sure a few years ago that multiple line 
underwriting was inevitabie. I believe 
those insurance executives who are will- 
ing to admit this fact and take steps to 


accommodate themselves to it are the 
ones whose companies will be out in 
front a few years from now. And |] 
believe one of the most important 


mechanisms for educating our executives 


about the problems involved is these 
international conferences.” 
ok * * 
Case Reference Book 
Since the standard basic automobile 
liability policy was promulgated in 1936, 


the American courts have had occasion 
to construe that policy and its succes- 
sors in some 1,443 reported cases. Since 
1936, there has been a continuously in- 
creasing need for a method which would 
quickly and easily direct the lawyer with 
an automobile bodily injury liability, 
property damage liability, or medical 
payments coverage question to such of 
the 1,443 cases as have considered his 
ogg: ir coverage question in relation 
to his facts. 

A single volume has now been pub- 
lished on the subject. .It is “Automobile 
Liability Insurance Cases” by Norman E. 
Risjord and June M. Austin, who are 
partners in a Kansas City, Mo. law firm. 
The co-authors are members of the Mis- 
souri Bar and Mr. Risjord is also a 
member of the Wisconsin Bar. 

The volume contains a resume of each 
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of the 1,443 cases, with the emphasis on 
a brief restatement of the pertinent facts 
in each case, and a factual outline of 
the srk ta policy provisions with a 
reference to the resume of each of the 
cases pertaining to each policy coverage 
problem. This guide will enable the 
lawyer with a policy coverage question 
to very quickly find all of the 
which have been reported bearing upon 
his particular situation 

The book is being published by the 
authors who have offices at 8104 High 
Drive, Kansas City 15, Mo. The price of 
the volume is $35. It is hoped to supple- 
ment the volume periodically to include 
new cases as they come out. The au- 
thors have worked for five years “spare 


cases 


time” in compiling the book. 
* * & 
Agents Teach Courses at 
Rochester University 
The University School of the Univer- 
sity of Rochester, N. Y., is giving 


courses on principles of insurance for 
the fall term and applied general insur- 
ance for the spring term in 1958. Passing 


these courses makes a student eligible 
to take the New York State examina- 
tions for agents’ and brokers’ licenses. 

Instructors are James C. Duffus, 
CPCU, assistant treasurer of the James 
Johnston Agency, Inc, and James _ T. 
Henderson, assistant secretary of the 
same agency. Roy A. Duffus, father of 
James C., is secretary of the agency and 
past president of the New York State 
Association of Insurance Agents. Leon- 


ard H. Henderson, vice president of the 
agency, is father of Jim Henderson. The 
two courses on the principles and appli- 
cation of principles of insurance were 
also given last year and were highly 
successful. 

Instructors in the course are being as- 
sisted by David O. Boehm, partner in 
Stone, Hoffenberg, Maas & Boehm; 
Richard T. Mitchell, vice president of 
Amsden, Connor, Mitchell, Inc., agency, 
and John C. Kendall, vice president and 
treasurer, Kendall Agency, Inc. 


* * * 


Four Town Inspectors 


Pennsylvania’s Main Line Chamber of 
on September 24 sponsored 
Haver- 
Villa- 


hazards 


Commerce 
inspection” of 
Rosemont 
for fire 


“town 
Mawr, 
inspections 

30 being conducted 


a one-day 
ford, Bryn and 
The 
among 
various communities throughout 
country just prior to or during 


Prevention Week, October 6-12. 
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Belcher Retires 
From America Fore 


GENERAL COV ER SECRETARY 


Succeeded by Secretary Barkstedt; Bel- 
cher Over 50 Years in Insurance, 
Joining Group in 1929 


The America Fore Insurance Group 
announces retirement of Demott Belcher, 
secretary of the fire companies of the 





group in charge of the general cover 
department, after 50 years in the insur- 
ance industry, 28 of which have been 





Fabian Bachrach 
HENRY C. BARKSTEDT 


with the America Fore Group. Secretary 
Henry C. Barkstedt, who has been asso- 
ciated with Mr. Belcher, will succeed 
him. 

Belcher Career 


Mr. Belcher was born in Brooklyn 
and attended New York University. He 
began his insurance career in New York 
City with Farjeon, Ballin & Co. in 1907 
In succeeding years before joining 
America Fore he was associated with 
Bale-Snedeker Co., Anton Sondheim & 
Son and R. A. Corroon & Co., Inc., 
where he was an assistant secretary. 

He joined the America Fore Group in 
1929 as manager of the general cover 
department at the home office in New 
York City. In 1938 he was appointed an 
assistant secretary of the fire companies 
and in 1948 was appointed a secretary. 
In December, 1956, Mr. Belcher relin- 
quished active and immediate supervision 
of the general cover department and 
undertook liaison production duties in 
respect to the general cover and multiple 
peril departments 

Mr. Belcher is a member of the In- 
surance Square Club, Drug and Chemical 
Club, Massapequa Lodge, F. & A. ; 
Long Island Consistory in Rockville 
Centre and Seawane Golf Club in Hew- 





lett, L. I. During his years with the 
indus try, Ean Belcher has made many 
friends in agencies all over the country. 


ji C. Barkstedt 


Mr. Barkstedt also was born in Brook- 
lyn and studied law at New York Uni- 
versity. He completed the three-year fire 
insurance course at the Insurance Insti- 
tute of New York 

Mr Barkstedt joined the America Fore 
Group in 1921 as a clerk in the loss de- 
partment of the Niagara Fire at the 


EDWARD L. KELLY DEAD 





Former Executive of Great American 
Companies and of American Foreign 
Insurance Association 

Edward L. Kelly, for some years an 
executive of Great American, died on 
September 19 in McAllister, Okla., which 
has been his home since his retirement 
from Great American several years ago. 
On the day of his mother-in- -law’s 90th 
birthday, September 2, he became ill 
and went to a hospital three days later. 
Cause of his death was a_ cerebral 
hemorrhage. 

Originally from the South he was in 
the Orient for some years as a repre- 
sentative of American Foreign Insurance 
Association. When he left that organiza- 
tion he joined Great American. Mr. Kelly 
was regarded as one of the best informed 
men on insurance affairs in the Orient. 
An exceptionally able raconteur he we 1s 
a collector of Oriental antiques. He is 
survived by his widow. 





home office in New York City. He was 
subsequently advanced through the posi- 
tions of proof checker, loss clerk, depart- 
ment assistant, special agent and later 
examiner. He was promoted to assistant 
manager of the department in 1937 and 
later manager 

In 1948 he was appointed an assistant 
secretary of the fire companies of the 
group and in 1949 transferred to the 
Middle department, returning to the 
general cover department in 1951. In 
December, 1956, he assumed administra- 
tive general cover department duties re- 
sponsible for production and underwrit- 
ing. He was appointed a secretary of the 
fire companies in March, 1957. 

For a time, Mr. Barkstedt served as 
general manager and secretary of the 
National Insurance Service and Advisory 
Organization. He is a past president of 
the Richmond Hill Square Club and is a 
member of the Insurance Square Club. 


President James F. Crafts of the Fund 
Insurance Companies of San Francisco 
told the Zone 6 meeting of the National 
Association of Insurance Commissioners 
in Seattle that the Commissioners’ ob- 
ligation that adequate rates be main- 
tained is just as important as that ex- 
cessive rates are not permitted. He 
added the state officials should require 
evidence periodically as to why rates 
have not been adjusted up or down so 
to produce on the average the under- 
writing profit which the NAIC has ap- 
proved as being proper and realistic, and 
a profit which underwriters have every 
right to anticipate. 

Stating why there is a necessity for 
pricing insurance products adequately 
President Crafts told the NAIC gath- 
ering: 

“In the fire and allied lines field the 
Commissioners have agreed that we 
should anticipate an underwriting profit 
of 5% and as well that there be an 
allowance of 1% for contingencies. 

“In the important automobile field. 
most supervising officials have approved 
a rating formula which contains an al- 
lowance for an underwriting profit which 
varies by types of automobile coverages 
from 24% to 5%. In practically all fields 
of underwriting agreed upon rating pro- 
cedures include the expectancy that our 
rate levels will produce reasonable un- 
derwriting profits. It is, therefore, not 
presumptuous for me to suggest that 
these underwriting profit margins in- 
volve a mutual interest and I believe an 
obligation. 

“An agreed upon underwriting profit 
generally is not something that should 
be sought and denied. It was never 
intended that underwriting profits be 
bargaining figures, with political issues 
lurking in the background. 

“In the fire and allied lines field, all 
capital stock insurance companies, na- 
tionwide, for the six-year period, 1951 
through 1956, earned premiums of ap- 
proximately ten billion dollars. The 
underwriting profit on that business for 
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Crafts Says Commissioners Ought 
To See Adequate Rates Maintained 


the six-year period was twenty - eight 
million dollars, or about 3/10 of 1%. 

“In the largest insurance field of all, 
that is, coverages of all kinds on the 
automobile, we find that premiums earned 
for the six-year period by all capital 
stock insurance companies were approxi- 
mately sixteen billion dollars and the 
underwriting profit was less than 2%, 
If we eliminate the physical damage 
coverages for the period, the result on 
the rem uining twelve billion dollars of 
premiums earned would have been an 
underwriting loss. These figures include 
the writings of automobile speciality 
companies which are subsidiaries of 
automobile finance operations and many 
so-called direct writers. 

“It would be alarming to record the 
results of the capital stock agency com- 
panies only on this important automobile 
class during the six-year period, which 
includes an era of great growth and 
prosperity for our country. 


What Companies Can Do 


“T now turn to my associates in the 
role of one who assumes his full share 
of whatever responsibility for failure to 
act rests on the shoulders of the chief 
executives. I would first suggest that we 
free our thoughts of past competitive 
instincts, even though they be justified, 
and dedicate ourselves to the task of 
securing for our respective enterprises 
adequate rates that, to the best of our 
ability, will produce the underwriting 
profit to which we are entitled. 

“Let us do this through formulas that 
are defensible and sound and that will 
be readily and promptly acceptable to 
supervising officials, who we know by 
their sponsorship of this meeting have 
indicated their interest and desire that 
we re-establish underwriting stability in 
our business. In the accomplishment of 
this objective, may I further suggest 
that we substitute some good old com- 
mon horse sense for what at times has 
been unnecessary scientific and actuarial 
cale ulations. 

3e I insurance executive, public offi- 
cial or property owner, I believe | 
would acecpt without reservation a rat- 
ing formula which started with the 
experience data we have always used by 
class and for the traditional rate re- 
view periods. I would have to adjust that 
experience up or down to represent rate 
changes made during the period under 
review. I would then take the losses 
in dollars and through the application of 
common sense, supported by economic 
facts, substitute for the recorded figures 
by years what the same losses would 
have been had they occurred today. 

“T would anticipate following this pro- 
cedure regularly on all classes and doing 
it not less often than annually. If 
this procedure needs a name, I would call 
it modernizing our traditional approach 
to obtain adequate rates. Assuming t the 
accomplishment of such an obiective, you 
may well ask, what about prospective 
rate making and future trend factors? 
In this field only judgment is possible 
and I would use trend factors, too, 
without reservation where justified, but 
I would be reminded at the same time 
of some offsetting values which should 
properly be recognized. 

“This suggestion deals essentially with 
the loss segment of the premium dollar. 
We turn now to the important expense 
part of it. Here it is mandatory that 
we use current, and I mean by that 1957. 
expenses to premiums written if we are 
to attain rate adequacy. I have no de- 
fense for the charge that our current 
over-all expenses to premiums written 
are too high in the public interest, but 
I submit that we cannot and should not 
correct abuses which may exist through 
the medium of the publication and ap- 
proval of inadequate rates. To follow 
such a path, we are doing a disservice 
to the obligations which are jointly 
ours.” 
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w. H. CURWEN ADVANCED 


Deputy Marine Manager for Royal- 
Globe Insurance Group; Has Been 
With the Group Over 40 Years 
Ww. H. Curwen has been appointed 
deputy marine manager for the Royal- 
Globe Insurance Group, effective Oc- 
tober 1. Mr. Curwen was formerly assis- 
tant marine manager and deputy under- 
writer. He retains the latter title along 

with his new appointment. 

Mr. Curwen has spent his entire busi- 
ness career of over 40 years with the 
Roy: al-Globe in the marine insurance 
feld. Originally employed by the 
Thames & Mersey in its head office in 
Liverpool, he came to the United States 
for the T. & M. in 1925. With the con- 
solidation of the marine interests of the 
Royal-Globe Insurance Group in 1939, 
Mr. Curwen was assigned to _underwrit- 
ing of both hull and cargo business in 
the combined office. In 1945 he was 
appointed assistant marine manager and 
in 1950 was advanced to deputy under- 
writer. 

Mr. Curwen is currently chairman of 
the board of managers of the Tugboat 
Underwriting Syndicate, a member of 
the Board of Underwriters of New York 
and of the American Institute of Ma- 
rine Underwriters, and serves on a num- 
ber of standing and special committees 
dealing with marine market problems. 
For several years he conducted the hull 
underwriting course at the Insurance 
School of the Insurance Society of New 
York. 


R. H. RICKNER JOINS EUA 


Assistant Manager, Succeeding Boyd 
Now With NYFIRO; Rickner Has Been 
With NYFIRO Several Years 
Robert H. Rickner has been appointed 
assistant manager of the Eastern Under- 
writers Association to succeed Tyra } 
Boyd, who joined the New York Fire 
Insurance Rating Organization as assis- 
tant general manager earlier this year. 
Mr. Rickner was born in Abington, 
Pa. and after graduating from local 
schools, attended Drexel Institute prior 
to Naval Service in World War II. Upon 
returning from service he entered Le- 
high University and obtained his B.S 

in electrical engineering. 

Mr. Rickner joined NYFIRO in 1949 
and served in various capacities in the 
Buffalo and Rochester offices, and then 
was transferred to New York City head 
office as an administrative assistant. 

In his new post, Mr. Rickner will de- 
velop the rating organization methods 
improvement study operations conducted 
by the EUA in cooperation with the 
several rating managers in its territory. 








RISK MANAGEMENT INSTITUTE 





Three Day Gathering for Corporate 
Insurance Managers at University 
of Connecticut October 1-3 

The American Society of Insurance 
Management, Inc., and the School of 
Business Administration of the Univer- 
sity of Connecticut are sponsoring the 
second Risk Management Institute for 
corporate insurance managers on the 
campus of the University of Connecti- 
cut, Storrs, Conn., October 1-3. The 
aim is to aid in the achievement of 
scientific insurance programming an’ to 
open new vistas in cost reduction and in 
coverages. Peter A. Burke is managing 
director of ASIN 

Frazier S. Wilson, United Air Lines, 
Inc., president of the American Society 
of Insurance Management, will welcome 
the insurance buyers to the Institute on 
October 1. Speakers that morning on 
fire insurance rating schedules and cost 
reduction possibilities will include Am- 
brose B. Kelly, general counsel, Asso- 
ciated Factory Mutuals; Kenneth O. 
Smith, general manager, New York Fire 
Insurance Rating Organization, and J. 
Milton Wright, vice president, Recipro- 

cal Managers, Inc., New York. There 
will be a question and answer period 
that afternoon. 

Wednesday will be devoted to boiler 
and machinery coverage, with a question 
~ answer period in the afternoon. Lyle 

;. Wimmer, second vice president, Trav- 
py will discuss coverages which may 
offer some tax advantages such as repair 
or replacement coverage and valued form 
business interruption insurance. 

Wallace H. Henshaw, vice president, 
Hartford Steam Boiler & Inspection Co., 
will discuss premium adjustment rating 
plans and relation of deductibles to 
premium and coverage 

On Thursday the subject will be block 
policy and marine Figs sae to all risks 
coverage. Edward F. Feuge, vice pres- 
ident of Johnson & Higgins, New York, 
will speak on the manufacturers output 
and new industrial property floater pol- 
icies. The Institute will conclude with a 
luncheon that day. 


John W. Nichols Dies at 93 


John W. Nichols, 93, retired local sec- 
retary of the Queen Insurance Co., and 
former president of the New York Board 
of Fire Underwriters, died Sunday in 
W ilmington, Del. Mr. Nichols retired 
in December, 1941, after 48 years with 
the Queen. As local secretary, he had 
immediate supervision of the City of 
New York and suburban fire underwrit- 
ing. Active in the New York Fire In- 
surance Exchange, he served as chair- 
man of the rates and rules and execu- 
tive committees. 
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N RE-INSURANCE! 


A stable market for re-insurance. 


INSURANCE BY NORTH AMERICA 


Philadelphia 


Curtis President of 
Ohio Farmers Cos. 


HIESTAND CHAIRMAN OF BOARD 


McVay, Former President and Board 
Chairman, Continues as Director; 
Companies Expand Operations 


The Ohio Farmers Companies have 
elected J. C. Hiestand chairman of the 
board and C. E. Curtis as president. 
C. D. McVay, who has been board chair- 
man, has been reelected to a three-year 
term as a director. 

Mr. Hiestand went with the Ohio 
Farmers in 1920 as manager of automo- 
bile underwriting. Since that time he 
has been secretary, vice president and 
president of Ohio Farmers Insurance Co. 
and Indemnity Co. He is well-known in 
insurance circles both in Ohio and else- 
where. Among other positions he has 
occupied is that of president of the 
Insurance Federation of Ohio. 

Mr. Curtis left the active practice of 
law to become assistant general counsel 
in 1931 and was advanced to general 
counsel in 1938. Sinte that time he has 
been vice president and general counsel 
and more recently executive vice presi- 
dent. 

Mr. McVay, whose career with Ohio 
Farmers began in 1922, has occupied 
executive office during most of that 
period as general counsel, executive vice 
president, president and chairman of 
board. He is currently a trustee of Ohio 
University. 

Ohio Farmers Companies have ex- 
panded their operations materially in 
recent years with the establishment of 
an Eastern department, a Pacific Coast 
department and representation in 35 
states. 


Earthquakes 


(Continued from Page 1) 


quate rates and reasonable liability for 
such a hazard are important to both the 
insured and the insurer 

“T believe in preventive medicine just 
as firmly as in indemnity and I think 
you should concern yourselves just as 
seriously with preventing or mitigating 
damage as with insurance when the mat- 
ter of earthquake potentials are con- 
sidered. 

“One hard fact that 35 years of under- 
writing experience has impressed upon 
me is that the really serious losses from 
any cause occurred because of some 
unusual, unexpected or unlikely circum- 
stance or combin: ation of circumst: inc 
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Before the occurrence such a possibility 
would have seemed almost absurd, but 
because it is unusual its effects are also 
unusual. So it is with earthquake, 
whether it seems likely or unlikely, it 
is possible and being possible it repre- 
sents a risk to be measured and calcu- 
lated.” 


Recent Earthquakes 


In most cases where earthquakes have 
done extensive damage the amount in- 
sured against risk was small in com- 
parison, Mr. Cushman said. Some of the 
most violent quakes occur in sparsely 
inhabited areas. Citing some major dis- 
asters in recent years he mentioned 
earthquakes in Mexico this year, with 
damage more than $10,000,000 in Mexico 
City alone; Greece, in April, 1955, with 
damage over $10,000,000 : India, July, 
1956, where 120 persons were killed: 
Jamaica, March 1, this year, the heaviest 
in that area in 50 years. He also recalled 
earthquakes in Chile in 1939, 1942 and 
1953 where loss was high, and the 1923 
quake in Japan which wiped out about 
70% of Tokyo and most of Yokohama 

In the United States shocks have been 
recorded on the West Coast and also in 
the so-called “safe” states of Missouri, 
South Carolina, New York, New Tersey, 
Connecticut, New Hampshire and else- 
where. As to prudent steps which large 
property owners can take Mr. Cushman 
told the buyers: “We should. for new 
locations, try to select as safe areas as 
possible, first as free of earthquake as 
we can, then on as solid ground as pos- 
sible. Properties on filled or made ground, 
on steep slopes near rivers, near dams 
or artificial reservoirs increase the dan- 
ger potential. Factors to consider are 
types of construction, height, area, ex- 
posures, bearing in mind your particular 
processes. If heavy machinery or tanks 
are high up in the building s some serious 
earthquake damage 

“Remember, ett Pam is important in 
any earthquake study. Delicate. precision 
machinery may be thrown seriously ont 
of alignment or grievously damaged b: 
even a moderate shock. Heavy machinery 
such as in sugar mills, power plants, etc 
can also suffer seriously by being shz iken 
out of alignment. 

“Fire following earthquake may be 
vour most serious worry. Short circuits, 
flash fires, explosion, static electric fires, 
all are earthquake possibilities. Fires fol- 
lowing earthquakes can be much more 
widespread and salvage much less than 
ordinary fires because fire brigades may 
be unable to respond due to the debris 
in the streets, other fires may demand 
their prior attention, water mains mav 
be broken, sprinkle rs may Ks rendered 
useless. Normal fire breaks may be de 
stroyed nullifying completely the purpose 
for which they were constructed.” 
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J. Lester Parsons Dies; 
Crum & Forster Leader 


IN INSURANCE FOR 68 YEARS 





Honorary Chairman of Board and 
Former President of Companies a 
Major rigee in Business 
J. Lester Perooen: honnrary chairman 
of the board of directors of Crum & 
Forster, died suddenly in the Beekman- 
Downtown Hospital on September 19, a 
few hours short of his eighty-sixth 
birthday. His death brought to a close 
a long, brilliant and successful career 
in the insurance business. His keen 
mind and his strong and likable per- 
sonality were an inspiré ition to his asso- 
ciates. He had been in insurance for 68 


Mr. Parsons started with the United 
States Fire rl arly in his career also 
served with the North British & Mer- 
cantile, where he was a map clerk. He 
became associated with North River 
Insurance Co. in an underwriting capa- 
city on June 1, 1892. The firm of Crum 
& Forster — of which Mr. Parsons was 
a founder and partner — was organized 
in 1896 when it acquired the New York 
City agency of the Allemannia Fire of 
Pittsburgh. On incorporation of Crum 
& Forster in 1907, he became vice pres- 
ident and director, subsequently advanc- 
ing to president in 1931 and chairman 
of the board, and at his retirement in 
January 1954 he became honorary chair- 
man 

Mr. Parsons had also progressively 
filled the offices of vice president, presi- 
dent and chairman of the board of the 
United States Fire, North River and 
Westchester Fire, and upon his retire- 
ment continued as a director of those 
corporations. 

Crum & Forster 


Since its organization, Crum & For- 
ster was appointed manager of many 
other companies, which marked the he- 
ginning of fleet or group operations, and, 
in the intervening years, the following 
insurance companies were merged with 
the companies presently constituting the 
Crum & Forster Group: the Peter 
Cooper, New Amsterdam Fire. Nassau, 
Dutchess, Empire City, Williamsburg 
City, Colonial & Guarantv, Union of Buf- 
falo, New York State. City of Sunbury, 
T'nited American, Delaware, United 
States Merchants and Shippers, Wheel- 
ing Fire, Transportation Fire, Alleman- 
nia Fire, Richmond and Southern Fire 

Mr. Parsons took an active part in the 
development of companies under the 
Crum & Forster management. From 
small units in the business they have 
long since grown to positions of national 
prominence. A testimonial presented to 
Mr. Parsons in a book given him in 1936 
by 200 agents and brokers reads as fol- 
lows: 


Tribute to Parsons 


The business biographies of many 
me record careers of success and 
achievement but there are few men, who 
like yourself, have retained the love of 


sports, good fellowship and all those 
human qualities which endear one man 
to another whose friends are legion 


and found in every walk of life. Your 
energy, skill in administration and your 
personality have made you an outstand- 
ing character in the insurance world.” 
Mr. Parsons was a member of the 
following clubs: Links, Drug & Chemical. 
Down Town Association and Blind 
Brook. He is survived by his wife. Helen 
B. Parsons; his sister, Ethel P. Hunter: 
his son, Joseph Lester Parsons, Ir., and 
daughters Emily P. Ridgway and Lucille 
P. Balecolm; stepson, Lloyd P. Wells and 
stepdaughter Harriet W. Gardner 


TERM RULE APPROVAL 
The newly revised term discount rule 
for fire, extended coverage and some 
inland marine rates has been approved in 
Delaware, Pennsylvania and Wyoming 
in ade dition to the 30 or more states 
which had previously approved. 
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Oppenheimer Resigns 
As Holland-Amer. Pres, 


QUINT ASSUMES THE DUTIES 


Latter Also Chairman of Board; George 
Oppenheimer, Sr., Resigns as a 
Director of Company 


The Holland-America Insurance Co, 
announces resignation of Robert H. 
Oppenheimer as its president and as a 
director, and of George Oppenheimer, 
Sr., as a director. Duties of president 
have been assumed by D. Quint, chair- 
man of the board of directors of the 
company, who is now residing in Kansas 
City. Mr. Quint is also managing director 
of the Seven Provinces Insurance Co, 
Ltd., the Hague, Holland, which is the 
parent company of Holland-America. He 
has been in insurance for more than 
30 years and is well known in insurance 
circles in this countrv and abroad. 

Other principal officers of Holland- 
America are: Robert L. Sias, vice presi- 
dent, sales; Edward Reid, vice president, 
ocean marine; Atwood Y. Blair, vice 
president, underwriting ; Thomas D. Kel- 
ley, vice president, claims; John C. Platt, 
treasurer; Edward A. Smith, secretary; 
Frank R. Eager, assistant vice president, 
automobile; J. A. Lauden, 2 aE vice 
president, inland marine; C. V. Crippen, 
assistant treasurer; Robert Evans, assis- 
tant secretary. 

The Holland-America was formed as a 
Missouri stock company in October, 1955, 
with its principal offices in Kansas City. 
Since then it has been licensed in 24 
states and is engaged in a multiple line 
operation. The company will continue to 
develop its operations from its home 
office in Kansas City, and to expand its 
agency plant throughout the country. 


FIRE-CASUALTY STOCKS SOUND 


Value Line Investment Survey Finds 
Substantial Valu2s Despite Under- 
writing Losses, Other Problems 
Despite the fact that the insurance 
industry is now passing through one of 
the most difficult periods in its history, 
states the Value Line Investment Sur- 
vey published by Arnold Bernhard & 
Co., “the tangible values behind fire 
and casualty shares are so substantial 
that they could be dissipated only if 
the companies should operate at a loss 

for many years in succession.” 

Eventually rate increases must restore 
underwriting to the profit-making cate- 
gory for the best companies, the Value 
Line Survey continues. For smaller or 
less adept carriers, the Survey observes, 
mergers or withdrawel from underwrit- 
ing by conversion into closed-end invest- 
ment trusts would permit a major por- 
tion of liquidating values to be salvaged. 

Furthermore, the Value Line Survey 
points out, insurance companies have no 
liquidity problern since the carriers’ as- 
sets consist largely of marketable secur- 
ities. Therefore, insurance company divi- 
dend rates are customarily maintained 
through depressed periods in the under- 
writing cycle. Generally speaking, these 
dividends are currently modest in rela- 
tion to investment income. Capital funds, 
likewise, are for most carriers more than 
adequate to support present premium 
writings. 

The Value Line Survey remarks that 
it takes “real courage to consider pur- 
chase of fire and casualty insurance 
shares at this time. Underwriting losses 
continue heavy. Bondholdings have fal- 
len in value under the Federal Reserve 
Board tight money policy. Equity port- 
folios are being mauled by a weak stock 
market.” But the Value Line Invest- 
ment Survey finds that underlying values 
are large, dividends are believed secure 
and yields are best in years. 


WILLIAM SCHWARTZ DIES 
William Schwartz, 71, operator of the 
William Schwartz Insurance Agency, 
Syracuse, N. for many years, died 
September 13, 
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Gilbert, AIU, Talks 


To Insurance Buyers 


AT DINNER IN LOS ANGELES 





Stresses Cooperation of Insurance With 
Other Industries; Importance of 
American Insurance Abroad 





No forward step by industry or com- 
merce, no advance made by science and 
adopted into commercial use, has been 
made without the active support, the 
solid backing and the intelligent gee 
tion of American insurance, A. E. Gil- 
bert told a large audience in Los An- 
geles September 18. 

Mr. Gilbert, executive vic: president 
and a director of American International 
Underwriters Corp., New York, addressed 
the Second Annual Insurance Buyers 
Dinner sponsored by the Southern Cali- 
fornia Chapter, American Society of 
Insurance Management. The dinner was 
the concluding function of a day long 
conference in which insurance managers 
of industrial and commercial concerns 
from the entire Pacific Coast area par- 
ticipated. Joe T. Parrett, insurance man- 
ager of the Carnation Co., was confer- 
ence chairman. Mr. Parrett is first vice 
president of the American Society of 
Insurance Mz inagement, Inc. 

Also appearing in the day-time pro- 
gram of the conference were Robert E. 

3attles, past president of the National 
Rasociation of Insurance Agents, ranking 
officers of insurance companies and in- 
surance brokerage houses and represen- 
tatives of the California Institute of 
Technology and public accounting and 
consulting engineering firms. 

AIU Manager for 13 Companies 

To demonstrate the magnitude of the 
problems which other industries and 
businesses have presented to the business 
of insurance in the United States, Mr. 
Gilbert selected the field in which his 
own company specializes. American In- 
ternational Underwriters manage the 
foreign business of 13 U. S. property 
and casualty insurance companies. 

“This is a field—and there is nothing 
incidental about it—where the close 
working relationship between American 
industry and American insurance can 
most strikingly be demonstrated and 
where the contribution of American in- 
surance to the security and to the well- 
being of American investment can most 
clearly be observed,” the speaker said. 

Mr. Gilbert pointed out that the com- 
panies in the group operate in 81 coun- 
tries and territories, providing insurance 
in 75 or more different currencies. This 
service was established by an American 
in Shanghai in 1919, he said, and is now 
not only available to American interests 
but also to the people of every country 
in the free world. “In every market in 
the world, American insurance compa- 
nies are now making their contribution 
to means whereby the insurance needs 
of each community can most completely 
be met,” he said. 

Mr. Gilbert said that more American 
money was invested in plant and equip- 
ment in foreign countries in 1956 alone 
than the total of all U. S.-foreign in- 
vestment in 1946. He pointed out that 
direct private overseas investment of 
U.S. interests were $18.4 billion in 1955 
and $20.9 billion in 1956. “This represents 
an obvious need for insurance protec- 
tion,” he declared, saying, “these figures 
themselves demonstrate the magnitude of 
the task which American insurance has 
successfully undertaken, the liabilities it 
has assumed, the protection it has af- 
forded.” He also pointed to the enormous 
tise in foreign travel by Americans as a 
further example of the service rendered 
by the American insurance industry. 





Underwriting Problems 

Through a series of unusual case his- 
tories, Mr. Gilbert told his audience of 
Specific underwriting problems which his 
firm has been called upon to handle. 
These included property insurance on a 
movie screen and an amplifier stolen by 
a band of jungle aboriginies who w anted 
to capture the girl dancing and singing 
in the dark, and workmen’s compensa- 
tion insurance for thousands of employes 
gathering from six or eight different 





countries to work at a single jobsite with 
protection under the laws of their home 
countries, the jobsite country, and the 
State of California. 

Referring to the development of the 


European “Common Market” arising 
through the dissolution of national cus- 
toms structures and other current com- 
mercial developments, Mr. Gilbert pre- 
dicted that there would be noticeable 
dimunition of exports from this country 
to Europe and perceptible inroads into 
our export business with Latin American 
and the Far and Middle East. He was 
optimistic in his outlook, however, stat- 
ing that he visualized “the giant indus- 


ROCHESTER AGENTS MEET 

The Insurance Agents Association of 
Monroe County, Inc., held its first fall 
education meeting on September 25 at 
the Chamber of Commerce in Rochester, 
N. Y. George J. Cleary, field supervisor 
for the Aetna Casualty & Surety, with 
headquarters in Boston, spoke on retro- 
spective rating and its application. Some 





trial corporations of this country going 
abroad with complete manufacturing fa- 
cilities” and leading the way to even 
greater growth of American insurance 
overseas, 





years ago Mr. Cleary was chief casualty 
underwriter of the Rochester branch of 
the Aetna. 


N. Y. FEDERATION MOVES 

The Insurance Federation of New 
York has moved to larger, air-condi- 
tioned offices at 116 Nassau Street, New 
York 38, N. Y. Room numbers are 312- 
13. The telephone number remains the 
same: REctor 2-6570. Russell Edgett is 
secretary and in charge of the head- 
quarters. 





THE HOME 
NU LG: 





JACK BENNY 


on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 
starting September 29 coast to coast 


@ THE BENNY SHOW 
PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO IS 

TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 


bring you. 


PLUS Powerful Advertising in America’s Favorite 


Magazines— The 19,700,000 readers of THE SATURDAY 


EVENING Post have been added to the millions of insur- 


ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 


TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 


FIRE . 


magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identity your agency 
as the one that readers and listeners in your area are 
being urged to see. 


ve TE HOME * 
Susuronce Company 


AUTOMOBILE e MARINE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
THE HOME INDEMNITY COMPANY 


Casualty Insurance « 


Fidelity and Surety Bonds 
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Modica Named President 
American Home Agency 


THOMAS N. MODICA 


Directors of American Home Agency, 
Inc. have elected Thomas N. Modica 
president. He has given up his position 
as senior underwriter in the fire depart- 
ment of American International Under- 
writers Corporation to head the agency 
which has offices in New York and Chi- 
cago. He succeeds Clifford A. Roche 
who has been president since 1953. 

Popular among New York insurance 
producers, Mr. Modica had been with 
American International for ten years. 
He is also well-known among agents and 
brokers throughout the United States 
through his travel as special representa- 
tive of Corroon & Reynolds before he 
joined AIU. Mr. Modica also served 
Corroon & Reynolds as fire underwriter 
and as assistant manager inland marine 

\ graduate of Pace College, with ma- 

credits in business administration 
accounting, Mr. Modica began his 


business career in the New York offices 
of Fred S. James & Co., nationally- 
known insurance brokers. 5 

Mr. Modica’s position with AIU is 
being filled by Sidney J. Gregory, his 
former associate in the home-foreign 





underwriting of international fire insur- 
ance. Mr. Roche’s plans have not. yet 
been announced 


New Vice Presidents 
Of Marsh & McLennan 


Hermon Dunlap Smith, president, 
Marsh & McLennan, Inc., internation: il 
insurance brokers, announces election of 
the following as vice presidents: Chicago 
office, Owen G. Anderson, Arthur G. 
Fox, Harvey K. Moore, Ralph J. Ruden, 
and Wilson D. Sked; New York office, 
Joseph W. Hoagland, Wallace E. Jeffrey, 
4 Arthur Mayes, and John M. Regan, 
ry 

In addition, the following have been 
appointed assistant vice presidents: Chi- 


cago, Kenneth E. Reed; New York, Ed- 


win J. Berggren and Calvin D. Ferris; 
Buffalo, Ralph Bolton. 





WM. H. SPIEGELBERG DIES 


Veteran New Jersey Agent First Vice 

President Joseph M. Byrne Co.; 

Active in Agents’ Association _ 

William H. Spiegelberg, first vice 
president of the Joseph M. Byrne Co., 
died Sunday following an operation in 
the Presbyterian Hospital, Newark, N. J. 

A native of Staten Island, Mr. Spiegel- 
berg attended the Baker School of Busi- 
ness. He was associated with the agency 
of William Hitchcock, and later, the 
office of Willard S. Brown Co. in New 
York. In 1906, he became the manager 
of the Jersey City branch office of the 
Joseph M. Byrne Co., and last year cele- 
brated his 50th year of service with the 
firm. 

Mr. Spiegelberg was former national 
director of the New Jersey Association 
of Insurance Agents; president and sec- 
retary-treasurer of the Underwriter’s 
Association of Hudson County; secre- 
tary-treasurer of the state association, 
and member of the executive board. He 
was affiliated with the former Carteret 
Club of Jersey City, Tompkins Lodge 
F. & A. M. of Staten Island, Deal Golf 
Club, and the Jersey City Elks Club. 

Surviving are Mrs. Josephine Spiegel- 
berg, his wife, and a sister, Mrs. Marie 
Raisch of Great Kills, Staten Island. 


Brokers’ Sains Oct. 1 
On Crime, 3-D Policies 


\ comparison of the blanket crime 
policy with the 3-D policy will feature 
the opening fall educational forum of 
the Greater New York Insurance Bro- 
kers’ Association, according to Marshall 
Rubenstein, who heads the association’s 
forum committee 

Richard Kamman, assistant secretary, 
Travelers in New York, will be the guest 
speaker at the forum to be held on 
October 1 at the Hotel Martinique, New 
York City. The meeting will open at 7:30. 

Mr. Kamman’s discussion will be de- 
signed to show brokers the relative 
merits of each form as well as the means 
of determining the most appropriate 
coverage for a given risk. A question 
and answer period will follow. 


GARDEN CITY SPEAKERS 


Bladen, Lusby, Avery, Allen, Perlet, 
Ackerman, Smith, Miller, Schaffer 
On Agents’ October 8 Program 
George Kramer, Jr. of Williston Park 
and Arthur F. Blum of Rockaway Park 
have announced additional speakers for 
the Down-State regional meeting of the 
New York State Association of Insur- 
ance Agents and the Suburban New 
York Association at Garden City, Oc- 

tober 8. 

There will be a morning panel on 
agency-company relationship which will 
start at 9:30 o’clock and will be moder- 
ated by Ashby E. Bladen, vice president 
of the Aetna Insurance Co. Panel mem- 
bers will be: — R. Newell Lusby, vice 
president, Fidelity & Casualty, who will 
talk on public relations through claim 
adjustments; George Avery, vice presi- 
dent the United States Fidelity & Guar- 
anty, whose topic will be the companies’ 
view towards the agents and as previ- 
ously announced, W. W. Allen, vice 
president, Home Insurance Company, 
who will talk on the companies’ view 
on production. An agent, to be an- 
nounced later, will also be a member 
of the panel. 

On the afternoon program Harry Per- 
let, general manager of the Multi-Peril 
Insurance Conference, will talk on 
“What's New in Package Policies” and 
Dean Lawrence Ackerman of the School 
of Business Administration, University 
of Connecticut will talk on perpetuation 
of an agency and Kenneth O. Smith, 
general manager of the New York Fire 
cog a Rating Organization will talk 

1 “What’s New in Fire Insurance.” 

"Al: in Miller, chairman of the National 
Association of Insurance Agents adver- 
tising committee, and Franklin Schaffer 
of Doremus & Company, the advertising 
agency handling the $2,000,000 National 
Association advertising program, will 
discuss the progress of the program to 
date. 


Holz Denies Rumor 


On Commission Cuts 
Insurance Superintendent Leffert Holz 
of New York late last week denied 
rumors that he has suggested a cut in 
commissions paid to producers on auto- 
mobile liability and property damage 
policies, He also denied asking com- 
panies to reduce acquisition costs, saying 
the Superintendent is prohibited by law 
from regulation commissions. Present 
commissions on auto liability paid to 
brokers and agents are 17% and 7% and 
on property damage 20% and 5%. It 
has been rumored commissions would be 
reduced to 15% and 5% for both lines 
if and when higher auto rates are ap- 
proved by the New York Department. 


Day New President of Nassau County Agents 





Frank A. Gulotta, District Attorney of Nassau County on Long Island, hands gavel 

of authority to newly elected President Charles Day, Rockville Centre, of Nassav 

County Association of Insurance Agents, with Retiring President George A. Kramer. 
left, Williston Park, looking on. 
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PA. AGENTS TO MEET 


Graul, Stellwagen, Woodbury and Others 
to Address Convention at Pocono 
Manor, Sept. 29-Oct. 1 
The Pennsylvania Association of In- 
surance Agents has issued its program 
for the annual convention to be held 
September 29-October 1, at Pocono 
Manor Inn, Pocono Manor, Pa. George 
Unger, Scranton, is general chairman 
for the convention. Prior to the start 
of general sessions, a director’s meeting, 
open to all members, will be held the 
evening of September 29. Committee 
reports will be given by Chairmen 
Lawrence D. Willison Jr., Williamsport, 
legislative; George J. Margraff, Phila- 
delphia, special automobile; Harvey F. 
McCauley, New Brighton, and Robert 
E. Synnestvedt, Philadelphia, member- 
ship, and John W. Homer Jr., Reading, 
casualty. Huette F. Dowling, Strouds- 
burg, general counsel, also will report at 

the directors’ meeting. 

An address by William J. Graul, 
Allentown, president, will open the first 
general session on Monday. Reports 
will then be given by Mr. Margraff, 
who is state national director; J. Carroll 
Goodman, Philadelphia, chairman of the 
property insurance committee, and W. 
Howard Stewart, Clearwater, chairman 
of the agents qualifications committee. 

A talk by Herbert P. Stellwagen, ex- 
ecutive vice president of Indemnity of 
North America, will end the morning 
session. The afternoon will be given 
over to a round table discussion of the 
family protection endorsement. J. C. 
Hafer, assistant vice president of Amer- 
ican Casualty, aided by Mr. Homer, will 
moderate. 

Louie E. Woodbury Jr., Wilmington, 
N. C., president of National Association 
of Insurance Agents, will be the feature 
speaker at the general session on Tues- 
day morning. The program also will in- 
clude reports by committee chairmen 
Edward L. Smead, Williamsport, public 
relations and catastrophe loss, and 
Robert B. York, Reading, highway safe- 
ty; presents ition of fire safety and high- 
way safety awards, the report of the 
resolutions committee, and election of 
officers and directors. 

Tuesday afternoon, Mr. Goodman will 
moderate a panel discussion of the 
methods and practices of Middle Depart- 
ment Assn. of Fire Underwriters, includ- 
ing its use of the uniform grading sched- 
ule. Panelists will be Joseph I. Creedon. 
rating and inspection superintendent, and 
'H. Reed Mullikin, general superintendent 
of Middle Department Association. 

An informal banquet will conclude the 
convention Tuesday evening. Amos E. 
‘Neyhart, administrative head of the 
Pennsylvania State University Institute 
of public safety, will be the guest 
speaker. 
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COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 
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Problem Adjustments Which Arise 


Under Business Interruption Policies 





By Grorce W. CLARKE 
Attorney of Seattle, Wash. 


George W. Clarke, member of the Seat- 
tle, Wash., law firm of Clarke, Clarke, 
Albertson & Bovington, addressed the re- 
cent meeting in New York of the Section 
on Insurance Law of the American Bar 
Association on the ever-interesting subject 
of problem claims under business inter- 
ruption policies As such claims are often 
discussed in adjustment circles Mr. Clarke’s 
address is being presented at length in 
installments, Part III of which follows: 


Part III 


On the problem of fire sales and rela- 
tionship to stock insurance carried Mr. 
Clarke said: 

Very frequently a fire sale will be 
held during the suspension period and 
the income therefrom is properly consid- 
ered as a credit against the business 
interruption claim. In some unusual 
cases, the choked may make more money 
after a fire than he would have had 
none occurred. 

Where a retailer has a slight fire, it is 
easily conceivable that he may achieve 
an increased sales volume through a fire 
sale which will give him a greater in- 
come than if there had been no fire, 
in which event, of course, he would have 
no valid business interruption claim. 

In many instances the question of a 
proposed fire sale by the insured creates 
a practical problem for both the stock 
and business interruption insurers. The 
insured himself can frequently realize 
more out of fire joe aged goods by con- 
ducting a fire sale to his own custom- 
ers than could be received from any 
other method of disposition. If, however, 
this profit is to be charged against his 
business interruption recovery, there is 
no incentive for him to conduct the sale, 
particularly since such a sale may well 
load up his customers to the extent that 
he will suffer a further uninsured loss 
of income after the suspension period. 
Accordingly, while he cannot force the 
physical damage carriers to take over 
his goods, the insured mav hold ont for 
a greater recovery under his stock cov- 
erage to have the value after the fire 
set at the price which some third party 
would bid for it. 

Concessions by Insurers 

Since it is usually to the benefit of 
both sets of carriers that the insured 
keep the stock and conduct his own fire 
sale, it may be advisable for joint con- 
cessions to be made which would have 
the effect of inducing him to do so. 


In one rather unique instance, an in- 
d canner had a seasonal product as 

his principal business and also manu- 
factured a side product during the off- 


season. When his plant burned, there 
was destroved along with it a consider- 
able stockpile of the side product, which 
was insured under a stock policy with 
a market value clause. Had there been 
no fire, the insured, for a considerable 
portion of the time which became the 
suspension period, would have sun- 
plied his customers for the = side 
product out of his accumulated stockpile. 
Since this had been destroyed and he 
did not wish to lose his customers, he 
made arrangements to fill his orders by 
having the side product manufactured 
elsewhere during the suspension period 
at an increased cost. Recovery was 
asked under the business interruption 
insurance for this increased cost and, 
at a cursory glance, it seemed entirely 
proper. : 
Income Greater After Fire 


_Comparison, however, of the prospec- 
tive result of the insured’s yearly 
operation, had there been no fire, and 
the actual experience after the fire, 


showed that the insured’s income after 
the fire was greater than it would have 
been had the fire not occurred. This 
was due to the fact that a major portion 
of his contemplated annual side product 
production had, in effect. been sold to 
his stock insurers for the same price 
which he would otherwise have sold it 
to his customers. Accordingly, he was 
better off, both on a gross and net basis, 
as a result of the fire. 

While theoretically the question of 
whether or not stock insurance is car- 
ried, or how much is paid thereunder, 
should have no effect upon the amount 
recoverable under business interruption 
policies, it mav be seen that practically 
it may have a bearing. 

On occasions it will be found that key 
employes, whose salaries have been in- 
cluded as a part of the business inter- 
ruption claim as necessary continuing 
expense, have spent a portion of their 
time on reconstruction work. Such time 
should, of course, be subtracted from the 
business interruption claim and, in so 
holding, the United States Circuit Court 
for the 10th Circuit has, in effect, recog- 
nized that the two types of cover may 
be inter-related bv stating: “This item 
was properly disallowed on the ground 
that it had been paid bv the insured as 


} ” 


a part of the property loss. 
Contribution or Co-Insurance Clause 


The contribution clause, under the 
sing e-item ross earnings form, restricts 
recovery to that portion of the loss 
which the insurance carried bears to an 
agreed percentage of the gross earnings 
that would have been earned had no 
loss occurred during the 12 months im- 
mediately following the date of the fire. 
The term. earnings” is rather 
clearly defined in another portion of the 
form. 

\ccordingly, aside from the inherent 
speculativen’s: hereinhefore discussed 
as to what the annual gross earnings 
would have been had there been no fire, 
there is usually no particular problem in 
applying the contribution clause to losses 
under this form. 

Under the two-item form, however, 
there has been more room for argument 
in that the annual value, instead of 
being based upon the gross earnings, 
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consists of the net profits plus charges 
and expenses. In the older two-item 
forms, the expenses were referred to in 
the contribution clause in language simi- 
lar to that used in the coverage clause, 
i.e, “fixed charges and expenses which 
must necessarily continue during a total 
or partial suspension of business.” 


Diff2rence Between Length of Charges 


It can easily be seen that there could 
be vast difference as between charges 
which necessarily continue on a partial 
or short total suspension as against a 
long total suspension. On a very short 
suspension, nearly all charges would con- 
tinue, whereas on a long total suspension 
a large number of charges and expenses 
could be eliminated and saved. 

The wording of the coverage clause 
and the contribution clause being sub- 
stantially similar, arguments are natu- 
rally presented that, if any expense 
items were regarded as non-continuing 
as to a particular loss, it should like- 
wise be eliminated from consideration in 
application of the contribution clause. 

Such an argument was presented in 
the Pickering Lumber Company case, 
which had been subjected to appraisal 
under the policy conditions. Since it was 
obvious that a destroyed sawmill cannot 
continue to depreciate. the apnraisers did 
not include depreciation in the claim as 
a continuing expense. They did, how- 
ever, include it in the annual value 
for application of the contribution 
clause. In affirming this determination, 
the court stated. 

“This conclusion is buttressed by the 
fact thet the sol eg of the contribution 
clause is to compel the insured to carrv 
full insurance to the values at risk. This 
purpose could not be achieved if the 
smount of insurable value would vary 
depending upon whether all or only a 
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portion of the property actually burns, 
which would result from the adoption of 
the defendant’s theory.” 

The two-item forms have since been 
amended to make it plain that all ex- 
pense, with the exception of ordinary 
payroll and other specific eliminations, 
are includable in the annual value. 

Tact and diplomacy must, however, still 
be exercised in explaining to an insured 
why a certain expense item may not be 
recovered as a part of the loss but is 
includable in contribution clause values. 

Burden on Companies 

An interesting point to remember is 
that, while the burden is on the insured 
to prove the amount of the loss, it has 
been held that the burden is on the 
companies to establish a reduction 
through application of the contribution 
clause. 

In the Eisenson case, the Fifth Circuit 
held that, since the only evidence intro- 
duced related to the experience of the 
business prior to the fire, instead of the 
probable experience thereafter, the com- 
panies had not met the burden of estab- 
lishing a penalty under the clause. 

This leads to speculation as to whether 
the Court would likewise have held that 
the plaintiff insured had failed to meet 
the burden of proving his loss, if he 
had based his claim entirely on evidence 
of experience prior to the fire. 

In the adjustment of a business inter- 
ruption claim, the contribution clause, 
like the co-insurance clause in physical 
damage insurance, can quite often be a 
very effective practical weapon in keep- 
ing the payment within reasonable 
bounds. 

Suppose a claimant, with a 100% clause 
and carrying an amount of insurance 
realistically based on his past experi- 
ence, suffers a short suspension, and 
contends for an excessive amount of pre- 
vented income based upon an_ unduly 
optimistic picture of the future. It can 
diplomatically be pointed out to him 
that the same inflation should relate to 
the value for the entire year after the 
loss and, in view of the contribution 
clause, the proposed enlargement of the 
anticipated income will make little dif- 
ference in the actual recovery. 

Appraisal 

Business interruption insurance is cus- 
tomarily written on forms attached to a 
standard form fire policy, and is accord- 
ingly subject to the appraisal provisions 
of such policy. 

It can easily be seen, however, that 

(Continued on Page 36) 
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Marine Union Considers Wide 


Range Of International Problems 
By Cart E. McDoweLt 


Executive Vice President 
American Institute of Marine Underwriters 


PART III 


standing of which were 32 by strandings 


Cargo Loss Prevention 


Harold Jackson, an honorary member 
of the Council and chairman of the 
cargo loss prevention committee, pre- 
sented his committee’s “do it yourself” 
procedure. He explained that the com- 
mittee wishes to develop each year the 
several instances where a loss problem 
which is pertinent to one market may, 
upon investigation by the committee, 
prove to be an international problem. 
He used sweat damage, particularly on 
canned goods, as an example. 

The delegates urged the committee to 
continue its work and several expressed 
the opinion that the objectives and pro- 
cedure of the committee were more 
clearly understood by them. 

His report also touched on transport 
of dangerous goods, uniform vessel ton- 
nage measurement, custom warehouse 
fires, and on several specific commodi- 
ties and ports. 

Clean Bill of Lading Committee 

President Fonseca informed the Coun- 
cil of F. B. Zeller’s resignation as chair- 
man of the clean bill of lading commit- 
tee. He expressed the Council’s appreci- 
ation for the useful work accomplished 
by Mr. Zeller in this committee for the 


last six years as well as for his im- 
portant contributions to the Union in 
general, 


Pierre Varlez, a member of the com- 
mittee and chairman of the Belgium 
delegation, then read Mr. Zeller’s re- 
port. The committee stated that “this 
perennial subject continues to be one 
of prime importance, with an obviously 
growing but slow-moving disposition in 
many circles to find the means of ending 
abuses and fraudulent practices but at 
the same time preserving touch with the 


practical necessities which surround 
what might be considered ‘innocent’ 
practices or, by another name, ‘commer- 


cial necessities.” 

The Comite Maritime and the Inter- 
national Chamber of Commerce continue 
to be actively interested in this subject. 
Mr. Zeller felt that “the International 
Union can claim full credit for having 
given this subject the necessary pub- 
licity and impetus over the years.” Jean 
Jaubert (France), in assuming chairman- 
ship of the committee pledged his ag- 
gressive support of the program and of 
further cooperation with ICC and the 
Comite, 

Marine Casualties on the St. Lawrence 
River, 1956 

John T. Behan (Canada) read an ex- 
cellent paper on the subject. He termed 
the St. Lawrence one of the most haz- 
ardous navigation routes in the world. 
The distance from Liverpool to Cape 
Race, he said, is approximately 1,800 
miles, but from Cape Race and beyond 
Montreal to Kingston, Ontario, is 1,166 
miles consisting largely of treacherous, 
hazardous waterway. 

From Kingston to the head of the 
Great Lakes is another 1,034 miles. In 
many places the river is no more than 
35 feet deep and in some areas the 
Width is no more than 500 feet. He dis- 
cussed the various hazards, such as fog 
and ice. During 1956 there was a mini- 
mum of 62 casualties involving 75 vessels 
in the St. Lawrence River and Gulf. He 
Presented an analysis of causes, the out- 


and groundings, 16 by collisions and 
seven by ice. 

Mr. Behan urged that every effort 
should be made to see that all ships 
with electric steering gear are equipped 
with complete double circuits with auto- 
matic changeover in the event of failure 
of one circuit. Because human failure 
was involved in 60% of the casualties, 
he stated that there is no doubt that 
educational work is necessary in the use 
and limitations of navigational aids, 

Extent of Cover Discharge 

R. A. J. Porter (UK) presented a 
committee report on this subject. Re- 
ports from the several markets indicate 
that the new London Institute Extended 
Cover Clause, introduced Febraury 1, 
1956, is widely used. However, several 
markets consider 60 days too long a pe- 
riod to grant to some bad destinations 
and some markets would lke to see a 
return to the Warehouse Clause. 

The Council felt that the special com- 
mittee had achieved its purpose and cre- 
ated a new cargo insurance committee 
with Mr. Porter as chairman. The pur- 
pose of the new committee is to keep 
cargo problems under review. 

Comparison of Clauses 

Jean Jaubert (France), chairman of 
the committee on this subject was able 
to report substantial progress in the dis- 
tribution of the “Tables of Practical 
Equivalents.” He urged greater effort 
to achieve greater uniformity of as- 
similating the clauses by approximating 
the various wordings, 

In November, 1956, Addenda A was 
published to the first German and Span- 
ish editions of the “Tables.” Up to 
August 9, 1957, a total of 2,236 German 
addenda and 1,231 Spanish addenda had 
been sold. The second English edition 
is now expected to be ready by the end 
of 1957. And it is hoped to publish 
a second French edition during 1958. 

Mr. Jaubert, together with the sup- 
plemental report by Willy Meyer 
(Zurich), urged all markets to scrutinize 
their standard policy forms and clauses 
and, after comparing their wordings with 
those of other markets, make a thorough 
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examination of possibilities to achieve 
more uniform terms of insurance. Mr. 
Meyer has offered individual markets 
suggestions of areas in which greater 
uniformity might be achieved. 
Committee on Carriers Liability 

Hugo Helmensdorfer (Switzerland), as 
chairman of the committee on this sub- 
ject, presented another comprehensive 
and excellent report. He indicated that 
the International Contract for the Car- 
riage of Goods by Road was still await- 
ing additional signatories. Also, that the 
working party to study a draft Interna- 
tional Convention for Transport on 
Inland Waterways had met for the first 
time in March, 1957, and is scheduled to 
meet again this November. A_ second 
preliminary draft of a convention on 
Forwarding Agent’s Contract was sub- 
mitted in February, 1957. Further meet- 
ings are planned next month. 

nland Hull Business 

Dr. J. J. Kamp (Holland), chairman 
of the committee on inland hull business, 
stated that “The improvement of Rhine 
Hull business is a matter of wearisome 
endeavors” and that this branch still 
yields rather poor results. 

In connection with general average re- 
form, C. D. Raynor, chairman of Lloyd’s 
Underwriters’ Association, stated that it 
is a general practice in the United King- 
dom, as well as in the United States 
for ship operators and underwriters to 
refrain from drawing up general average 


adjustments when the cost of adjust- 
ment exceeds the amount of general 
average involved. Furthermore, where 


unreasonable delays in completing ad- 
justment occur, British underwriters will 
occasionally decide what is the equitable 
period for which interest should run. 
He emphasized, however, that under- 
writers as well as shipowners may be to 
blame for delay, 

Mr. Raynor strongly favored a fixed 
time limit of, say, four years for interest 
to run. 

Fire Proofing Danish Passenger Vessels 

Dr. E. Kaempe, technical engineer 
associated with the Helsengoer Shipyard 
in Denmark, gave an excellent illustrated 
lecture on recent developments to in- 
corporate modern fire safety features in 
new Danish passenger vessels. He stated 
that the objectives were safety as well 
as “tasteful” style and passenger com- 
fort. The Danish practices have drawn 
on those of the United States, United 
Kingdom and France. The fire safety 
methods of the three countries were in- 
corporated as standards in the 1948 con- 
vention for safety of Life at Sea (prior 
to which time he said the old conven- 
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tions of 1914 and 1929 rathe 
“primitive”). 


All three methods depend on the prin- 


were 


ciple of oe OR TH 4 bulkheads. How- 
ever, where the U.S. uses fireproof ma- 
terials in great measure, the Danish 


practice considers wood to be more taste- 
ful and not to be inferior. Dr. Kaempe 
said that so-called fireproof bulkhead 
materials tend to break down during an 
intense fire. As to the U.K. practice 
of using sprinklers, Dr. Kaempe said 
the method did not receive as much 
interest in Denmark because they were 
too costly for small ships, might not 
operate when a ship lay in port or ship- 
yard, and might freeze during the winter 
weather. 

He then said that Scandinavian and 
other European yards have generally 
followed the French practices. In the 
main these practices are to use materials 
in bulkheads that can withstand the 
heat of fire for one hour; to place such 
bulkheads not over 130 feet apart; and 
to divide such major zones into units 
or cells by other bulkheads that can 
stand for at least one-half hour. Com- 
partmentation along these lines is sup- 
plemented by automatic alarm systems, 
fire extinguishing equipment, trained 
fire-fighting crews, and fire doors that 
can be closed automatically as well as 
manually, 

Experiments with model shipboard 
cabins (80% of passenger ship fires origi- 
nate from wastebasket fires, he stated) 
indicate the need to keep doors tightly 


shut while extinguishing a fire. 
Dr. Kaempe then showed numerous 
colored slides taken aboard the new 


“Princess Margrathe” and the “Halskov” 
motor ferry. The ferry operates between 
Halskov and Nyborg and carries 200 ve- 
hicles and 1,500 passengers. The slides 
illustrated the location and operation 
of “A” and “B” doors, and the manner 
in which an “A” door can be closed 


automatically either from the ship’s 
bridge, from the deck above any door, 
by the gases caused by a fire, or by a 


temperature of 160 degrees. 

Once again these annual comments are 
closed with an expression of apprecia- 
tion to the secretariat of the Interna- 
tional Union. This year their efforts 
were supplemented by the efficiency and 
kindness of Knud Christoph, manager 
of the Danish Marine Insurance Associ- 
ation, and his friendly, helpful staff. We 
are indeed aware of the effectiveness of 
Dr. Peter Alther, secretary general of 
the Union, and his assistants, Mr. Schoch 
and Miss Kuhn. Their efforts behind the 
scenes, before and during the sessions, 
resulted in a smooth-running conference. 
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Employe Benefits Plan 
Group Sets Big Meet 


FOR NEW YORK OCTOBER 10-11 


Annual Conference of the Council On 
Employe Benefit Plans Features 
Interesting Insurance Speakers 


The 11th annual conference of the 
Council on Employe Benefit Plans will 
be held October 10-11 at the Hotel Com- 
New York. T. E. Gallagher, 
council president and salary adminis- 
trator, Mills, Inc., will deliver 
the address of welcome. 

The keynote address will be given 
October 10, by Harry G. Waltner, 
department, 
Jersey). Mr. 


modore, 


General 


insur- 
security 
(New 


Employe 


ance and_ social 
Standard Oil Co. 
Waltner will discuss “ 
Today and Tomorrow.” 

The title chosen by Dr. Robert K. 
Burns for his talk is “Retirement Plan- 
ning and Preparation — An Evaluation 
Burns is 


3enefits— 


of Program Effectiveness.” Dr. 


executive officer, industrial relations 


center, University of Chicago. Robert 
S. Lane, special assistant to treasurer, 
Socony Mobil Oil, in a pre-lunch talk 


will discuss “Thrift, Savings and Stock 


Bonus Plans.” 


In U. S. and Abroad 


Presiding at the afternoon session of 
the opening day wil! be Russell H. Hub- 
bard, Jr., statutory benefits consultant, 
General Electric. The insurance indus- 
try figures strongly as is to be expected. 
There will be two talks on social secur- 
ity trends here and abroad. Robert J. 
social security ad- 


Social Security, 


Myers, chief actuary, 
ministration, Department of Health, 
Welfare and Education, will detail inter- 


national trends in social security. For 
comparison, and of particular interest 
should be the evolution of social security 
in the United States to be described by 
Benjamin B. Kendrick, research 
ciate, Life Insurance Association of 
America. The question and answer ses- 
sion which follows should be a lively one. 

The annual business meeting of the 
council will start at 4:30 p.m. October 
10. A reception will be held in the West 
Ballroom from 5 until 7 p.m. 

The morning ar eng October 11, will 
be presided over by Eugene H. Seibert, 
personnel director, Parker Pen Co. J. F 
Follmann, Jr., director of information 
and research for the Health Insurance 
\ssociation of America is the first 
speaker on the session devoted to trends 
in hospital, surgical and medical cover- 
age. 

Mr. Follmann’s talk is under the title 
“Insuring Dental Care — Is It Feas- 
able?” Kenneth C. Foster, second vice 
president, Group department of The 
Prudential will consider aspects of basic 
and major medical coverage of mental 
illness. Initial experience under com- 
prehensive medical insurance will be out- 
lined by Richard R. Shinn, third vice 
president, Group department, Metropoli- 
tan Life. 

Cecil B. Dodd, will give a summary of 
the conference, at the last session "‘Oc- 
tober 11. Mr. Dodd, who is general 
chairman of the conference, is assistant 
manager industrial relations of Weirton 
Steel Co. a division of the National 
Steel Corp. The final talk will be given 
by Martin R. Gainsbrugh, chief econom- 
ist, National Industrial Conference 
Board, on the subject “Employe Benefits, 
Wages and Inflation.” After this talk 
T. E. Gallagher, Council president will 
close the meeting. 


asso- 


Two New Board Chairmen 
Named for Nationwide Cos. 


Two new board chairmen were elected 
at the September meetings of directors 
of the Nationwide insurance companies. 


They are W. E. Stough of Galion, 
Ohio, as head of the board of Nation- 
wide Life and Max M. Scarff of New 
Carlisle, Ohio, chairman of the newly- 
formed Trans-America Insurance Com- 
pany. 

Mr. Stough succeeds the late Perry L. 
Green of Mantua who had held the 
chairmanship of the life company for 12 
years before his death on July 28. Mr. 
Scarff’s election as chairman of the 
Trans-America board took place at the 
organizational meeting of that company. 
Trans-America is a new stock casualty 
company that will base its auto insurance 
rates on driving records of individuals. 

Murray D. Lincoln, president of the 

Nationwide companies, will hold the 
same position with Trans-America. All 
other Nationwide officers and directors 
were named to similar positions with 
the new company. 
_ Rex Long, a Loudonville (Ohio) dairy 
farmer, was elected to succeed Mr. Green 
as a director of the Nationwide auto, 
fire and life insurance companies and of 
several of Nationwide’s associated com- 
panies. He was recommended by the 
Ohio Farm Bureau Federation, of which 
he was state trustee and treasurer until 
his recent resignation. 


Name Insurance Members 
To Maryland UJ Fund Board 


Appointment of the board which will 
administer the new unsatisfied claim and 
judgment fund law enacted by the 1957 
Maryland Legislature was announced 
recently by Governor McKeldin. 

The board named by the Governor 
consists of State Insurance Commissioner 
Charles S. Jackson, Motor Vehicles Com- 
missioner James B. Monroe and four 
insurance company executives. 

Named to represent the companies 
were Carlton S. Hardwich, executive as- 
sistant to the vice president of United 
States Fidelity & Guaranty; H. W. 
Reeder, vice president in charge of 
claims, Nationwide; C. Harold Whittum, 
assistant vice president and_ division 
claims manager, Liberty Mutual of Phila- 
delphia, and Warren Nigh, vice presi- 
dent, Government Employes of Wash- 
ington, m § 

The fund, from which payments will 
be made after June 1, 1959, will permit 
motorists to collect for damages in acci- 
dents with uninsured drivers, drivers of 
stolen cars and out-of-state vehicles. 

Under the new Maryland law, the fund 
will be created by charging motorists 
who have liability insurance $1, unin- 
sured motorists $8 and insurance com- 
panies 0.5% of their total premiums. 
Claims presented to the Unsatisfied 
Claim and Judgment Fund Board will be 
apportioned among the insurance com- 
panies for processing, but payment of 
the claims to motorists will be made 
from the fund by the State Treasurer. 

The Governor said that between now 
and June 1, 1959, the state will conduct 
a public education program through the 
press, radio and television so that motor- 
ists will know how to protect their privi- 
leges under the law and how to collect 
for damages when they are innocent 
victims of financially irresponsible motor- 
ists. 
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N. Y. Actuaries Given 
Advice On Advancement 


BY GUY FERGASON OF CHICAGO 


Club Members Shown Career Opportuni- 
ties For Actuaries; Value of 
Exams Stressed 

The Actuaries Club of New York 
heard a most interesting talk by Guy 


Fergason, founder-owner, of the well- 
known Chicago insurance personnel firm, 
at the Empire Hotel, New York City, 
September 18. The address was particu- 
larly valuable because the meeting was 
also the occasion for admitting new 
associates to the Society of Actuaries. 

“Career Opportunities for Actuaries” 
was the title of the talk, but in fact it 
ranged widely; where the best oppor- 
tunities are, geographically and by com- 
pany size and type, and how and where 
are the best prospects of advancement 
to executive level. Broadly speaking, Mr. 
Fergason covered career opportunities 
and requirements for a_ successful ca- 
reer. 

On the question of which line insur- 
ance offers the best opportunities, Mr, 
Fergason said that historically the life 
field has and continues to offer more 
as well as better opportunities than 
either fire or casualty lines. Life com- 
panies, he said, “were first to recognize 
the importance of actuarial training and 
background.” 

He saw opportunities however, in the 
fact that though many of the “medium 
to small companies do not have suffi- 
cient volume of work to justify the 
employment on a full-time basis of ac- 
tuarial experts,” still these companies 
with the increase of the new type of 
household and package policies, lacking 
experience in this line need actuarial 
assistance and hence look to the con- 
sulting services to provide these services. 


Advantage of Wide Training 


Mr. Fergason continued: “In my work 
in training management personnel, I 
run up against the desire for a general- 
ist rather than a specialist. It is essential 
to define what we mean when we refer to 


a generalist — he is one who _ has 
learned ‘all about all phases of a busi- 
ness’ rather than having concentrated 
on one small facet. Too often we think 
of the generalist as a ‘dabbler’ — one 
who dabbles in lots of things and fails 
to learn much about anything. Nothing 


is further from the truth in respect to 
actuaries who are ‘experts’ — but they 
are experts who can apply their know!- 
edge to several phases of the business, 
thereby becoming generalists, or they 
can latch onto one phase and become 
specialists. The generalist is obviously 
more flexible.” 


Which Job Has the Most Appeal 


Asking where the best opportunities 
exist, Mr. Fergason said, is “like asking 
which flavor ice cream is best. The 
best flavor is the one which appeals 
to you most. Yet the ‘answer is not SO 
simple as that, because each. has its 
advantages and disadvantages. 

“For the gregarious person who likes 
companionship and likes to work with 
others — the large company offers a 
good outlet. For the pioneer w ho wants 
to blaze the trail and experiment in new 
fields, industrial organizations outside 
the insurance field offer limited but in- 
creasing opportunities. Government serv- 
ice offers many opportunities, but there 
is not the room for personal. initiative 
and advancement as there is in the in- 
surance field, or even in general indus- 
try: 

However, Mr. Fergason pointed out 
one particular advantage in Gov ernment 
posts, they offer good exposure to many 
companies and usually result in seve eral 
good offers from companies. The same, 
he said, might apply to consulting work, 
“because the actuarial consultant faces 
many problems, gains wide experience 
and usually ends up in a good spot im 
one of the companies.’ : 

Mr. Fergason’s opinion, though, 18 
that “the small to medium size insur 
ance company which realizes that it cam 

(Continued on Page 36) 
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Direct Mail Ads Only 
Case in Court Debut 


FTC v. TRAVELERS HEALTH ASSN. 





Commission Asks Affirmation of Order; 
Company Seeks Nebraska 
Jurisdiction 





The Federal Trade Commission last 

week asked the Eighth Circuit Court 
of Appeals to affirm its cease and desist 
order against advertising material of 
Travelers Health Association, Omaha, 
found to be false and misleading. This 
was the first of the 41 FTC complaints 
against A. & H. insurance companies 
to reach the courts, involving only direct 
mail advertising. The Commission, by a 
unanimous 4-0 vote held that it has 
jurisdiction over direct mail advertising 
Sader the McCarran Act. 

Chairman John W. Gwynne concurred 
in this instance with the three-man ma- 
jority, on the ground that the company ’s 
practice of advertising and selling insur- 
ance by mail interstate to purchasers in 
states where it had no agents and was 
not licensed is not regulated by state 
lav within the meaning of Public Law 
15, 

The company appealed to the Eighth 
Circuit Court, contending that its adver- 
tising practices are fully regulated by 
Nebraska law, thereby excluding the 
FTC from jurisdiction under the Mc- 
Carran Act. 

FTC Argues Jurisdiction 

The Commission argued, however, that 
neither Nebraska nor the laws of other 
states regulate, within the meaning of 
the McCarran Act, petitioner’s use of 
false advertising in connection with its 
interstate mail-order insurance business.” 

Nebraska law, the FTC brief stated, 
“does not regulate petitioner’s practices 
in other states, and the McCarran Act 
was not intended to require citizens of 
other states to rely on Nebraska offi- 
cials for protection against false adver- 
tising in the business of insurance.” 

Nor does the enactment by Nebraska 
this year of an amendment to its “model” 
Fair Trade Practices Act, to make it 
unlawful for a domestic insurer to en- 
gage in deceptive practices outside of 
Nebraska, change this basic precept. 

“Petitioner's argument that the mere 
enactment of the Nebraska statutes had 
the effect of divesting the Commission 
of its interstate jurisdiction is patently 
unsound and obviously contrary to fun- 
damental principles of law,” the brief 
stated. 

“The people of other states are not re- 
quired to depend upon the zeal of Ne- 
braska authorities who at most have 
only passing concern for their welfare, 
for protection against petitioner’s decep- 
tive advertising. The authorities of the 
state of Nebraska can hardly be expected 
to police petitioner’s activities in the 47 
other states, which, due to the mail- 
order nature of petitioner’s business, can- 
not protect their citizens. The only 
government to which the people of other 
States may look for protection is the 
Federal Government.” 

The FTC vigorously rejected the com- 
pany’s contention that its advertising 
Practices also are regulated by states 
other than Nebraska. “The laws of states 
other than Nebraska do not regulate 
petitioner’s mail-order business into 
those states,” the FTC declared. 

Since every item of the company’s 
advertising material is mailed from Ne- 
braska to other states, such practices 
could not be stopped by a cease and 
desist order issued by another state. “If 
a state other than Nebraska obtained a 
judgment for penalties under its statute 
because of violation of the order, such 
judgment would not be enforceable 
against petitioners in another state, and 
the state statute upon which it was 
based would be wholly ineffective,” the 

C pointed out. 

“Thus, statutes of states other than 
Nebraska do not and cannot, even if en- 
forced to the limit of the power of the 
States, regulate unfair methods of com- 
petition and unfair or deceptive acts or 
Practices in petitioner’s interstate insur- 
ance business.” 


New N. Y. Accident Report 
Forms Are Now Available 


Two new laws covering the reporting 
of motor vehicle accidents in New York 
State go into effect October 1. 

1—Property damage—only accidents 
which occur on and after October 1 
must be reported to the Bureau cf Mo- 
tor Vehicles, only if there is damage 
of more than $100 to the property of 
any one person. 2—AlIll reports of acci- 
dents which occur on and after October 
1 must be filed with the Bureau of 
Motor Vehicles in duplicate. 

Going into effect at the same time 
is a new simplified, streamlined accident 
report form which will be used for 
all accidents. 

Motor Vehicle Commissioner Joseph 
P. Kelly said that all accidents in- 
volving death or personal injury must 
be reported under the new law, as under 
the old. But where there is no death 
or personal injury, the reportable mini- 
mum amount of property damage to one 
person is raised by the new law from 
$50 to $100. The change, prompted main- 
ly by rising repair and replacement 
costs of recent years, will eliminate the 
reporting requirement on many thou- 
sands of minor “fender-denting” acci- 
dents. 

The new letter-size accident report 
form (MV-104) will be issued in two 
parts to provide the required duplicate 
copy. Supplies will be sent to all police 


‘ agencies around mid-September. Non- 


residents involved in New York acci- 
dents will receive an additional form 
(SR-21) to fill out, regarding liability 
insurance coverage. 

Insurance companies are asked to 
request the new forms in writing, ad- 
dressing the Bureau of Motor Vehicles, 
504 Central Avenue, Albany. 


Companies Get AEC Permits 
The Atomic Energy Commission has 
granted access permits to Federated Mu- 
tual Implement and Hardware, Owaton- 
na, Minn., and the Mutual Insurance 
Rating Bureau in New York City. Ac- 
cess permit holders are entitled to cer- 
tain “restricted data” of use in the 
peaceful application of atomic energy. 


Ernest R. Warmoth, 57, Dies 


Ernest R. Warmoth, vice president, 
underwriting, for State Farm Mutual 
Automobile, died recently at a Bloom- 
ington, Ill, hospital. He was 57. 

Mr. Warmoth began his insurance ca- 
reer in 1920 as a rating inspector for the 
National Bureau of Casualty and Surety 
Underwriters. He joined State Farm’s 
underwriting department in 1934. He was 
named chief underwriter of the com- 
pany in 1937 and was elected vice presi- 
dent, underwriting in 1954. He was born 
November 2, 1900, at Monrovia, Ind. He 
is survived by his wife and three sons 
in Bloomington. 


Mutual Bureau Auto Rates 
Up in Four States Sept. 25 


Revised private passenger automobile 
liability rates are announced this week 
by the Mutual Insurance Rating Bureau 
for Kentucky, Michigan, Mississippi and 
West Virginia. The effective date in each 
instance is September 25. 

As a result of this revision, automobile 
liability rates for many private passenger 
car owners are increased in these states. 
The average increase in rates is approx- 
imately 21% in Kentucky, 8% in Michi- 
gan, 20% in Mississippi and 5% in West 
Virginia. In Mississippi, the changes also 
involve revised automobile liability rates 
for commercial automobiles and_ for 
Division 1 garage risks. The effect of 
these revisions is an increase of approx- 
imately 8% in commercial car rates and 
19% for Division 1 garage rates. 


ALLSTATE RESEARCH DIRECTOR 
Richard E. Smoker has joined the 
home office of Allstate as research direc- 
tor. A graduate of Purdue, Mr. Smoker. 
was with Ford Motors in a managerial 
capacity, and Indiana Farm Bureau Co- 
operative, before joining Allstate. 










































Kemper TV 
Football Scoreboard 


ADDS SCORING PUNCH TO AGENTS’ SALES 


Beginning September 21 Kemper Insurance again backs its 
agents with a coast-to-coast television show—the NBC Foot- 


ball Scoreboard. 


On eight Saturdays following nationally televised games an 
audience of 6,000,000 families will hear the Kemper story of 
unbeatable countrywide insurance service, and full line facil- 
ities at standard rates but with a savings opportunity through 
policyholder dividends. 


Equally stressed is local agency service and the fact that 
Kemper Insurance is sold only through agents and brokers. 

If you are interested in representing one of the progressive 
Kemper companies write B. S. Weyforth, Jr., vice-president, 
at Home Office. 
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Fullington Impressed By Genial And 
Willing Cooperation Of Rate Bureaus 


established definition applicable to stand- 


“A year of solid accomplishment” was 
the sizeup of Howard N. oe of 
Wichita, Kans., chairman of NAIA’s 
casualty insurance committee, in ‘report- 
ing on the past year’s activities to the 
annual convention September 9-11 in 
Chicago. He was glad to say that “an 
atmosphere of genial and willing coop- 
eration, understanding and eagerness to 
heed the agents’ views seemed to per- 
vade during conference discussions with 
the company rating bureaus at all three 
of the meetings held during the year, 
one of which was informal.” 

On every occasion NAIA’s casualty 
committee urged the companies to re- 
consider and improve upon the vital 
merchandising and public relations as- 
pects of the business. Mr. Fullington 
said that “this is especially compelling 
in the area of automobile insurance and 
its mass market to whom our competitors 
have made such unrelenting and success- 
ful overtures. 


Cannot Remain Impassive Any Longer 

Reflecting the NATA’s over-all attitude 
on the competitive situation, Mr. Fulling- 
ton said it is a difficult task for any 
agent today to sell the quality and value 
of his services alone. “The problem is 
much too acute for the companies to re- 
main impassive any longer,” he empha- 
sized. “Therefore, our committee has 
emphasized time and again the com- 
pelling need to regain the leadership 
that our companies have enjoyed for so 
many years. 

“The agents can offset virtually any 
competition when the difference is re- 
duced to price—and only price. But, the 
problem is almost insurmounté able for the 
agent when his competitor’s products are 
not only cheaper in price but broader in 
the protection and coverage which they 
grant. Consequently, we shall continue 
to insist that our companies market a 
product at least as broad as those of 
our competoitors—if not broader.” 


Family Automobile Policy 

Directing attention to specific results, 
Mr. Fullington dwelt at length on im- 
provements in the family automobile 
policy. Eligibility requirements under 
this policy were broadened in New York 
State, he said, to include specified indi- 
viduals insured under a hired car, non- 
ownership, garage and commercial form 
as well as non-automobile owners. Simi- 
lar action can be expected throughout 
the country during the fall months. 

He noted that the companies are well 
aware of the fact that this policy, like 
any newly introduced form, will have to 
undergo many changes in the future. 
“However, before any substantial change 
can actually be effected, it must be al- 
lowed to stand the test of time in order 
to accumulate sufficient experience.” Mr. 
Fullington further brought out: 

“In an effort to furnish the companies 
with a proper cross-section of suggested 
improvements from the agency ranks, 
every state and territorial association 
was petitioned on July 3, 1957 to provide 
us with such data. Many replies have 
already been received. These and other 
replies will be thoroughly studied, docu- 
mented, correlated and forwarded to the 
National Bureau at intervals well in ad- 
vance of the first general revision of the 
family automobile policy. Although it is 
too soon to speculate upon the actual 
date of this first general revision, a cer- 
tain amount of progress has alre: ady been 
made. 

“We can, for example, 
sion of the present requirements in- 
volving the 25% discount applicable to 
two or more class 1 automobiles some- 
time in the future. The companies are 
sympathetic toward the need of per- 
mitting discounts for class 1 automobiles 
even though the second automobile may 
be rated as class 3. 

“Further, in preserving the consistency 
of the manuals, the definition of private 
passenger automobile under the family 
policy has been expanded to reflect the 


expect a revi- 


ard automobile policies. In so doing, 
farm pick-up trucks are now eligible for 
coverage under the family policy.” 


Improvement in Other Contracts 


Mr. Fullington then said that progress 
in the improvement of other contracts 
is aiso being made. “For example, the 
companies are working assiduously at 
eliminating some of the duplication as 
well as the differences in the compara- 
tive areas of the garage liability and 
garage keeper's legal liability policies. 
We are of the hope that some relief in 
this area can be expected in the near 
future. 

“All of you as holders of physical 
damage automobile manuals are fully 
aware of the revised class fleet and debit 
rating plans which became effective on 
July 1, 1957. These particular subjects 
have formed the basis of considerable 
discussion with the Bureau many times 
in the past. This revision, among other 
things, permits five or more private 
passenger automobiles to be fleet rated 
as a class. Heretofore, it was necessary 
for a risk to insure all of his licensed 
automobiles for physical damage cover- 
ages in order to obtain the benefits of 


fleet rating. 

“The new physical damage fleet rating 
formula also makes provision for debit 
as well as credit rating based upon the 
loss experience of an eligible risk. For 
many reasons, some of which may not 
be too apparent, this was also a desirable 
addition to the rules.” 


General Liability Insurance 


Referring to general liability insurance 
problems which are of considerable im- 
portance to every agent, Mr. Fullington 
said they have been discussed at length 
with the Bureau. “Unfortunately, very 
little, if anything, can be reported in the 
way of progress on these matters,” he 
remarked. “Many items could not be 
acted upon because of a lack of sufficient 
loss experience which is very often an 
essential requirement before any changes 
can be made. Other problems were clari- 
fied sufficiently enough to make any 
change unwarranted or unfeasible. At the 
same time, there were many other areas 
in which a little more sympz ithetic under- 
standing on the part of our principals 
would have been refreshingly helpful. 

“Some of the problems requiring the 
accumulation of more experience before 
any action can be taken, concern (1) the 
devising of a proper method of handling 
the coverage granted under the broad 
form property damage endorsement now 
available for attachment to a general 
liability policy and (2) the method of 
rating motels and their swimming pools. 
All other current matters proposed to 
the Bureau have either been rejected or 
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-But Does HE ? 


Ask one of your prospects what the term “marine insur- 


ance’” means. Chances are he'll reply that it’s insurance 


for ships and cargoes. He'll probably be amazed to learn 


that the insurance he carries on his golf clubs... . 


wife’s jewelry and furs . . 


on his 


. is also marine. 


@ It’s often difficult for your prospects to understand that 


marine coverage extends far beyond the sea way and 


shore line. Theaters and department stores, art gallerys 


and radio-TV stations, even physicians, laundrymen, and 


contractors are prospects for marine protection. 


@ Each time you survey a commercial or personal account, 


keep in mind the expanding facilities of Zurich-American’s 


Inland Marine Department. 


The Zurich-American field 


man will be glad to help you explore the full sales poten- 


tial of profitable Inland Marine lines. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 





satisfactorily resolved.” 


Burglary Insurance 

As to burglary insurance, NATA’s 
casualty committee was well satisfied 
with the progress made during the year 
with the burglary rating committee. Mr. 
Fullington said that from an over-all] 
standpoint, a number of important and 
desirable changes have been effected. 
He pointed out: 

“Although the Bureau is currently 
considering our proposals for revision 
of the coinsurance feature and the in- 
stitution of a reporting form with respect 
to the mercantile open stock burglary 
policy, action is expected to be taken in 
the near future in amending the basic 
policy to include coverage for ‘forcible 
exit’ at no additional premium charge. 
With respect to its counterpart, the mer- 
cantile open stock theft policy, the op- 
tional deductible feature so strongly 
urged by the committee, was rejected as 
unsound by the Bureau. 

“On the other hand, at the urging of 
the committee, serious consideration js 
being given for making available under 
this theft form, coverage while the 
premises are closed for business. If it 
were not so extremely difficult to devise 
proper language to cover this type of 
situation, such additional protection 
would have been made available long 
ago.” 

It was further noted that the Bureau 
adopted a number of NAIA recommen- 
dations with respect to premises protec- 
tion and the mercantile safe and money, 
and securities-broad form policies. Ef- 
fective May 29, 1957, discounts of 10% 
for premises open 24 hours, 5% for com- 
plete tear gas installations, and 244% for 
partial tear gas installations were made 
available to holders of either one of 
these two important policies. A further 
discount for risks using T-20 labels also 
became effective and it is expected that 
still another will be shortly authorized 
for the use of re-locking devices by these 
type risks. j 

Sympathetic understanding was af- 
forded the committee when it was sug- 
gested that the burglary rating division 
also adopt the new “effective date rule” 
in the interests of uniformity with the 
other casualty and fire manuals. 

In conclusion, Mr. Fullington expressed 
the general satisfaction of his committee 
with the progress made as the result of 
conference with the company rating 
committees. “It would not be fair,” he 
said, “to expect immediate action on ab- 
solutely everything. Before many changes 
of substance can be made, it is incum- 
bent upon the companies first to ac- 
cumulate necessary and_ refined loss 
experience records. Very often in a 
situation where a problem i is well recog- 
nized, it is extremely difficult to devise 
a solution. 

“A little progress here and there may 
not appear to be overwhelming at the 
time. However, when you consider the 
changes effected as the result of joint 
conference over a period of years, this 
progress in sum total, has been quite 
substantial.” 


American Surety Trustees 

Randolph E. Brown, Edward Warren 
Willard (Denver) and Frank H. Blair 
(New York) have been elected trustees 
of American Surety Company of New 
York. Mr. Brown is executive vice pres- 
ident of American Surety. He is also 
a vice president and a director of the 
American Life of New York, the life 
affiliate of American Surety. ; 

Mr. Willard is managing partner ot 
Boettcher & Co. of Denver, Colo. He is 
a director of American Crystal Sugar 
Co., Scruggs-Vandervort-Barney, Inc. 
and Denver Dry Goods Co. 

Mr. Blair is chairman of the Mount 
Olive & Staunton Coal Company of St. 
Louis, a vice president and a director of 
Litchfield & Madison Railway Company 
and a director of United Cigar-Whelan 
Stores Corp. 


EXCHANGE POSTS 
In an exchange of assignments at the 
Hartford Steam Boiler, N. R. Davis 
moves to managership at San Francisco 
and D. H. Tester comes to Pittsburgh 
October 3. 
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““Unforeseen events ... need not change and shape the course of man’s affairs”’ 














He won't feel the pinch 


But you will. On your bank account ...if you get caught by 
unexpected trouble—an accident ...a lawsuit... auto crash... an embezzlement. 
There are scores of such traps. And it takes only one. Unless you’re protected 
such a loss could be ruinous. The way to safeguard yourself is to 
consult your local independent agent or broker. He can give you the right kinds 
and right amounts of insurance coverage—-before you get in a pinch. 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 
J 534 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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Actuarial Careers 
(Continued from Page 32) 


service on its payroll, 
variety of oppor- 
chance to move 
The large 
company may offer more security, but 
slower movement to the executive level 
attended by more specialized work and 
limited personal application. 

Relocation? 

As to which geographic area provides 
the best job opportuinties for actuaries, 
Mr. Fergason from his personal experi- 
ence concluded that the areas which 
seemed to hold most openings were, the 
southwest, and then Pacific Coast. How- 
ever, he explained, “the concentration of 
companies in an area does not provide 
the most candidates, but it does provide 
the best opportunities in respect to de- 
mand versus supply. In the east, the 
supply is greater because many actuarial 
trainees go east to obtain their experi- 
ence in the large companies, and remain 
in the area. We are not intimating that 
the east does not provide good oppor- 
tunities — we are only saying that the 
supply of actuaries is better in the east 
as compared to the demand, and to suc- 
ceed it requires greater competitive 
ability.” 

Stresses Value of “Society” Membership 

Fhe speaker indicated the overriding 
importance in perhaps any career, of 
specific qualifications, and the examina- 
tions which represent the secure steps to 
the top of the ladder. He said: “I would 
like to emphasize the importance of 
‘membership’ in the Actuarial Society. 
The examinations are tough and it takes 
‘guts’, knowledge, and _ stick-to-itiveness 
to pass all eight examinations. To keep 
going when it gets tough is the mark 
of a ‘man.’ The competition gets keener 
at each level. There is a price tag on 
success, and because the price comes 
high, there are relatively few buyers. 
Many want success, but few are willing 
to prepare themselves for it,” he said. 

“There is a feeling of personal satis- 

g I 
faction and attainment for the one who 
wins his ‘fellowship’ in the Actuarial 
Society. He has more confidence in his 
ability and no one will deny that con- 
fidence is an important ingredient in 
success. He will be equipped to handle 
any actuarial problem presented to him. 
Cash Value of Qualifications 

“Employers apparently share this re- 
spect for attainment because,” Mr. Fer- 
gason pointed out, “many of them pay a 
student $50 per month more in salary 
for each examination passed — this is in 
addition to any seniority and merit in- 
crease which may be earned. A number 
of companies are starting college gradu- 
ates with mz ujors in actuarial science at 
$500 per month plus the increase of $50 
per examination as previously stated. 
This compares very favorably to stz arting 
salaries in the engineering fields and is 
above the general starting for grz udu ites 
in general business administration.” 

Requirements For An Executive 

Mr. Fergason told his audience that 


actuarial 
the greatest 


afford 
offers 
tunities and the best 
into the top executive ranks. 


many top executives in insurance com- 
panies have come from the actuarial 
ranks, which seems to drive home the 


value of the knowledge and performance 
in the chosen field However, Mr. Fer- 

gason, said that as a man rises in the 
organization a time arrives when per- 
sonal performance is replaced more and 
more by ability to successfully direct 
others in their work. “In other words,” 
he said, “personal performance is re- 
placed by ability to successfully direct 
others in their work. One must become 
a judge of human nature, capable of 
measuring another’s strengths and weak- 
nesses and using those strengths to the 
best advantage of the company as well 
as correcting the weaknesses through 
guidance and training. 

“When I was preparing this discus- 
sion,” Mr. Fergason said, ‘I had lunch 
with Al Guertin, formerly with the 
New Jersey Insurance Department and 
currently with the American Life Con- 
vention. I asked him if he had any 


message to give the actuarial students 
who were on 


their way up in their 


YMBT AWARDS OCTOBER 31 


Nominations Close Oct. 5 For Insurance 
Young Men of the Year Awards; 
Luncheon At New Yorker 


The 1957 Insurance Young Men of the 
Year Awards will be presented at a 
luncheon given October 31 in the Grand 
Jallroom of the Hotel New Yorker, New 
York City. Nomination for the awards 
close on October 5. 

The luncheon will 
Young Men’s Board of 
fred W.. Friedrichs, Knickerbocker 
Agency of The Prudential, committee 
chairman has requested industry men to 
submit to him nominees for the award. 
The Young Men’s Board of Trade is 
New York City’s Junior Chamber of 
Commerce. 

Judges for the awards will be leading 
insurance executives, whose names will 
be announced later. The judges will pick 
young men from various segments of 
the industry who are best qualified and 
“exemplify the true representative in- 
surance industry spirit and tradition.” 


be given by the 
Trade, Inc. Al- 


Seymour E. Nutt Retires 

Seymour E. Nutt, who has managed 
the Los Angeles branch office of the 
Hartford Steam Boiler since it was 
established in 1942, will retire from active 
service on October 1 after 33 years with 
the company. He will be succeeded as 
manager by F. S. Campbell who is being 
transferred from Chicago. 

Robert W. LeMeilleur is made Chi- 
cago office manager and to succeed him 
at St. Louis, Emmet J. Brennan advances 
from supervising special agent. Before 
joining the company Mr. Brennan served 
as an officer in Army Military Intelli- 
gence. 


WM. LESLIE, GUEST SPEAKER 

William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
discussed automobile liability rates, as 
guest speaker at the first fall meeting of 
the Connecticut Chapter CPCU. The 
meeting was held September 19, in West 
Hartford. 


profession. Mr. Guertin said, ‘Tell them 
that their technical training is a ladder 
to climb up and that the top is reached 
only by going rung by rung. There are 
no. three easy steps. The better the 
training, the higher the ladder.’ This, in 
my opinion, is good advice.” 

Mr. Fergason concluded his talk with 
these remarks: “The qualities of leader- 
ship can be developed and the principles 
of management can be learned, Avail- 
ability and some good fortune are part 
of success. Wanting success is not suf- 
ficient — one must earn the right to 
direct others. ‘Have dress suit and will 
travel’ is not the only requirement for 
an executive and the ability to choose 
the correct fork at the right time, al- 
though helpful, is not the only attribute 
possessed by management. The patience, 
tolerance, and wisdom required in deal- 
ing with people will go a long way to 
bring your talents to top-management’s 
attention.’ 
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IAC Mid-Year Meeting Set 
For New York Oct. 27-28 


The Hotel Roosevelt, New York City, 
has been selected as the site for the mid- 
year meeting of the Insurance Advertis- 
ing Conference to be held October 27- 
28. A workshop program dealing with 
advertising techniques and graphic arts 
production is planned in response to 
numerous requests. Advance interest 
in the meeting has been shown by the 
younger and newer members of the ad- 
vertising departments of the companies 
which comprise the Conference. 

W. W. Clement, public relations man- 
ager of American International Under- 
writers and vice president of the IAC, is 
serving as program chairman for the 
meeting, and J. K. Cagney, superin- 
tendent of the advertising department, 
Hartford Fire, secretary of the IAC, 
will assist with arrangements. 

A President’s reception in the Madi- 
son Room on Sunday evening, October 
27, will open the meeting. Details of the 
program will be announced shortly. Res- 
ervations may be made through the 
executive secretary, Mrs. M. C. Ellson, 
rea Barcalow Street, Philadelphia 16, 
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Armstrong Made Referee Of 
NY Workmen’s Comp. Board 


James J. Armstrong (Albany County) 
has been promoted from assistant coun- 
sel to referee in the New York State 
Workmen’s Compensation Board. Chair- 
man of the board, Angela R. Parisi, an- 
nouncing the appointment said that Mr. 
Armstrong will conduct referee hearings 
in Albany, Hudson, Catskill, Saratoga, 
Cobleskill, Canajoharie and Ellenville. 

A graduate of Albany Law School, 
Mr. Armstrong was admitted to the New 
York State Bar in 1924; was associated 
with the Court of Appeals from 1924-30; 
had a private practice until 1940 in Al- 
bany; worked as labor advisor and con- 
sultant for the Duffy Construction Co. 
He has also been placement director for 
the New York City Bar Association. 

Mr. Armstrong, while he was legal 
advisor for the chief of labor relations, 
Atlantic District of the U. S. Corps of 
Engineers, was instrumental in the 


founding of the joint United States- 
Canada Labor Committee, for which he 
received a civilian citation from General 
Lewis Pick for meritorious service. 










AND BAIRD 


Intermediaries 






Northington Given Support 
Governor Frank Clement of Tennessee 
strongly supported Insurance Commis- 
sioner Arch E. Northington in the face 
of demands that Mr. Northington resign 
or discontinue his financial interest in 
an insurance agency business in the 
state. The Governor called Commissioner 
Northington “one of the most outstand- 
ing public servants it has been my 
privilege to know.” Mr. Northington has 
been under fire over proposed automo- 
bile insurance rate increases in the state, 
which have made headlines in daily 
papers in Tennessee. 


UM LAW COVER EXPLAINED 

At the request of members of the 
Mountain Insurance Field Club, the New 
Hampshire Association of Insurance 
Agents has sent out a bulletin to its 
members on the Uninsured Motorist En- 
dorsement. The bulletin explains charges 
on policies under the UM law. 


BI Adjustments 


(Continued from Page 30) 

the factual ascertainments required are 
often commingled with, and subject to 
determinations of proper accounting pro- 
cedure and legal points as to extent of 
coverage. It is not, therefore, surpris- 
ing to find that the Court decisions are 
confused as to whether appraisal can be 
required and, if so, the proper scope 
thereof. Also, if the State in which 
the loss occurs has an arbitration law, 
there may be doubt as to its effect on 
the appraisal, 

In the Pickering case, which involved 
California law, the question was raised 
as to whether the award, which was sus- 
tained by the Court, constituted an 
appraisal under the policy or an arbi- 
tration under the statute and whether 
questions of law were erroneously con- 
sidered and decided. The Court stated: 

“* * * Tf questions of accountancy or 
of law were implicit in or incidental to 
such determination it was the clear in- 
tent of the provisions for reference in 
said policies that the referees should 
make such determinations, whether they 
were appraisers or arbitrators.” 

In the Hawkinson case, decided by the 
Missouri Supreme Court, it was held 
that the insured could properly ignore 
the company’s demand for appraisal and 
proceed with litigation, where the differ- 
ence of views concerning the amount of 
the loss was incidental to the legal con- 
troversy as to the interpretation of the 
insurance contract. \ 

There have been several cases in New 
York as to whether the arbitration laws 
of the state applied to the appraisal 
provisions of the standard fire policy, 
and a good resume may be found in the 
Matter of Delmar Box Company, decided 
by the Court of Appeals in July of 
1955, wherein it was held that they do 
not. 

Many decisions throughout the coun- 
try deal with various questions which 
may arise relative to the appraisal pro- 
visions of the standard fire policy, but it 
is beyond the scope of this presentation 
to attempt any analysis of this question. 

The comments are intended simply 
to illustrate that careful consideration 
should be given both to the legal and 
practical problems involved in any spe- 
cific business interruption claim, before 
it is decided that it would be advanta- 
geous, from the company’s standpoint, 
to demand an appraisal. 
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Continental Casualty 
Hold Diamond Jubilee 


MEXICO CITY 


CELEBRATED IN 





Louis C. ~~ Pereseee Bright Future 
for A. & H. Business; Exec. 
Of La Provencial Spoke 

Louis C. Morrell, first vice president, 
Continental Casualty was host at the 
company’s recent five-day Diamond Jubi- 
lee Convention in Mexico City. 

The convention, attended by 115 men, 
celebrated the 60th year of the founding 
of the company. Helping Continental 
celebrate were home office executives, 
division heads, agents and fieldmen from 
many parts of the country who repre- 
sented every division of the company. 
All were flown to Mexico to attend the 
convention opening on September 4. 

At the only formal business session, Mr. 
Morrell spoke of the bright future of 
the accident and health industry and the 
part that the Continental Casualty will 
play in it. 

Armand Sommer, vice president, who 
was master-of-ceremonies at the meet- 
ing, introduced Joseph Turner, an execu- 
tive of La Provincial, Compania General 
de Seguros, S.A. 


Growth of Insurance In Mexico 


Mr. Turner spoke of the phenomenal 
growth of the insurance business in Mex- 
ico since 1935. He noted that “in 1935 
there were only six million pesos of 
insurance in force in the entire country 
and at the present time the amount has 
increased to one billion pesos.” 

The Del Prado Hotel, convention head- 
quarters, was the scene of a banquet the 
company gave on Saturday, September 
7. Guests included leading members of 
the Mexican insurance industry as well 
as all those attending the Jubilee ob- 
servance. 

In addition to those making the trip 
to Mexico, a large number of producers 
qualified for membership in the com- 
pany’s Diamond Jubilee Club. These 
men were awarded plz iques inscribed with 
their names. To qualify it was necessary 
for the producers to meet specified sales 
quotas which were set by the superin- 
tendents of the divisions they represent. 


Eastern Life Announces 


New Term To Age 65 Plan 


Murray April, director of agencies, 
Eastern Life of New York, announced 
recently a new policy “Term To Age 
65,” which is for individual issues or 
association or fraternal groups. 

The policy has a level premium to 
age 65. It may be converted at the 
attained age of the insured, up to and 
including age 60. The conversion may 
be made to “Endowment at Age 85,” 
ordinary life or any higher premium 
plan of insurance ordinarily issued by th> 
company at the time of conversion. 
The plan also features, cash values 
included in the policy for all ages 20 
to 49 inclusive; individual issues—mini- 
mum policy $2,500; disability premium 
waiver and double indemnity benefits can 
be applied for and also features issue 
ages 15 to 60 inclusive. 

The “Term to Age 65” policy may be 
offered on a special non-medical appli- 
cation for guaranteed issues, up to and 
including age 60, to members of associ 1- 
tions or fraternal organizations. A mini- 
mum of 50 lives is required, but not 
less than 75% of the total membership. 
Also, disability premium waiver may 
be applied for. Individual policies are 
issued. Each insured members names his 
beneficiary. 

Premiums are billed and payable an- 
nually to the company by the association 
or fraternal organization. 





Tentative Agenda For 1959 
Int’l A. & H. Convention 


The Indiana A. & H. Association has 
already worked out a tentative agenda 
for the IAAHU convention set for June 
1959 at French Lick, Indiana. James 
Barbour, CLU, Continental Assurance, 
Indianapclis, state president, announces 
two speakers have been selected for the 
meeting. They are Oren Pritchard, man- 
ager, Union Central Life, Indianapolis, 
who is slated to be president of the 
National Association of Life Underwrit- 
ers in 1959, and Alden C. Palmer, Indiana 
Commissioner. 

Indiana has early made tentative ar- 
rangements to run a special train via the 
Monon Route from Chicago onto the 
hotel’s own siding and return after the 
convention, and will arrange special 
transportation from Louisville to French 
Lick and return, “a trip no farther than 
from Willow Run to downtown Detroit,” 
according to Mr. Barbour. He said that 
committee assignments will be announc- 
ed shortly, and the Louisville and Chi- 
cago associations will be asked to “host” 

gatherings for the “eee 


Williams Asked To Broaden 
Scope of Michigan Probe 


Gov. G. Mennen Williams of Michigan 
has been asked to broaden the scope of 
a current investigation by a special com- 
mission the Blue Cross-Blue Shield or- 
ganizations, Michigan Hospital Service 
and Michigan Hospital Service, respec- 
tively. 

Judge George E. Bowles of Wayne 
County (Detroit) circuit court, chair- 
man of the commission named by the 
Governor, asked that the inquiry should 
embrace hospitals, nursing homes and 
other institutions whose operations “are 
so tightly interwoven with Blue Cross 
as to make their exclusion a_ serious 
omission.” The operations of commer- 
cial health insurance carriers also should 
be subjected to scrutiny, he said. 





FLU VACCINE AVAILABLE 
Washington National, while it hopes 
“that Asiatic Flu may not be as wide- 
spread as the publicity it has received,” 
is taking the precaution of offering vac- 
cine to all home office employes. 





individual basis. 


Write or Phone 


45 JOHN STREET 





We're in the GUARANTEED RENEWABLE MARKET 


Here’s good news for brokers anxious to meet the current 


demand for greater insurance protection. 
National Casualty, now offers Guaranteed Renewable Dis- 
ability and Hospital Expense coverage at competitive rates. 
The policy continues in force until age 65 without change 
in coverage even though the insured may suffer change in 
health. Right to adjust premium rate on a particular cate- 
gory or class is reserved by the company, but not on an 


If sold intelligently these new plans will make new friends 
for you. For the INCOME DISABILITY POLICY your 
market is the employed male risk in good health between 
ages 16-59 inclusive. For the individual or family GUAR- 
ANTEED RENEWABLE HOSPITAL policy the age range 
is 18 to 59 years. Children from one month to 17 years may 
be covered under the family plan. 


JAMES R. GARRETT, 
Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 

The Friendly, Service-with-a-Smile Brokers’ Office 

NEW YORK 38, N. Y. 


REctor 2-4567 


ED. FLYNTZ, 53, DIES SUDDENLY 


Popular Met. Life Claim Man Stricken 
September 18; Skilled Athlete, Was 
Prominent in A. & H. Club 





Edmund §S., Flyntz, a well known figure 
in the A. & H. 
last week. Mr. Flyntz was a staff assis- 


business, died suddenly 
tant of Metropolitan Group claims disa- 
bility section, A. & S. In 1955 
he was promoted to the executive posi- 
tion handling many complicated claims 
on Metropolitan Life employe plans. 
Mr. Flyntz, who was 53, was stricken 
suddenly September 18 after rolling 198 


division. 


while playing in the Holy Name Bowling 
League. All his life he was an active 
and accomplished athlete. He was an 
excellent bowler, and horse-shoe pitcher. 
He golfed in the low 80’s and was a fine 
softball pitcher. Active in New York 
A. & H. club affairs, Mr. Flyntz, on the 
club’s summer outing earlier this year, 
played 18 holes in the morning and 
turned around in the afternoon to pitch 
the Uptown A. & H. ball club to victory 
against the Downtown IX. 

Mr. Flyntz joined Metropolitan Life 
on December 7, 1921. He gained a fine 
reputation for his claim work with the 
Metropolitan. He held the post of treas- 
urer of the New York A. & 4 club 
during 1955-56. Many New York A. & H. 
figures attended the funeral which was 
held September 23 at the Church of the 
Sacred Heart of Jesus, with interment 
at St. John’s Cemetery, Glendale, Long 
Island. He is survived by his wife, Rose. 
four sons, and a daughter, who is a 
Dominican nun. 

His many associates and friends rom 
Metropolitan Life who attended the 
funeral included Dr. Horan, associate 
medical director, and Dr. Theodore 
Geiger, Ed. Dougan, Jack Welch, Ed. 
Tuohy and Jim Sweeney. L. K. Farrell, 
retired vice president of Metropolitan 
Life was also present. Mr. Dougan, rep- 


resented the New York A. & H. Club 


Hoosier Cas. Assn. 

Orlin E. Kirkman, Decatur, IIl., was 
recently elected president of the Hoosier 
Casualty Co. General Agents’ Associa- 
tion. Other officers elected at the asso- 
ciation’s 11th annual convention held at 
Mackinac Island, Mich., include: L. W 
McKinnon, Flint, Mich., vice president 
and Marie Ford, Newark, N. J., secre- 
tary treasurer. Retiring president Paul 
Raines, Des Moines, Ia., was elected 
chairman of the board of directors and 
Harold Plack, Jr., of Peoria, IIl., was 
named a board member. 


Our company, 


Sales Literature 


INC. 








New York A. & H. Club 
Hears Eduard H. Minor 


METROPOLITAN LIFE ACTUARY 
Discuss Older-Age Risks, Major Medi- 
cals and Substandard Risks From 
Actuarial Angle 


The first fall meeting of the New York 
Accident & Health Club was held Sep- 
tember 19, at the Hotel Shelburne, New 
York City. President Ed. Anderson, 
Commercial Travelers, presided at the 
meeting. A minute of silence was ob- 
served to respect the memory of Edmund 
S. Flyntz, Metropolitan Life, who died 
suddenly on the evening prior to this 
meeting. 

The guest speaker was Eduard H 
Minor, a Metropolitan Life actuary, who 
held the attention of a full gathering, 
with his remarks which covered under- 
writing experience on such important 
phases as older-age risks, “blue collar” 
risks, major medical coverage and sub- 
standard coverage. Mr. Minor’ was 
roundly applauded at the close, for it was 
not only an interesting talk but delivered 
with grand humor which was appreci 
ated. 

Selling Premiums for To-Age-65 Policy 

Mr. Minor recalled the introduction 
of Metropolitan Life’s “Whole Life’ 
pital and surgical expense policy in De- 
cember, 1955. This policy could be issued 
up to age 75 and kept in force for life. 
This was done, he said, “with the inten- 
tion of meeting the needs of older lives, 
rather from any desire to increase our 
inforce.” 

The problems of gaining material on 
which to base premiums was great. 
There was a complete absence of pub- 
lished data on which the actuary might 
rely for premiums, There were no under- 
writing standards which could be of 
assistance to these underwriters. 

The speaker pointed out: “In making 
an actuarial analysis of an experience of 
this kind, it will be found for any one 
calendar year that the traditional ‘loss 
ratios’ are not a very good measure- 
just as they are becoming less valuable 
in connection with other new forms of 
coverage, especially the level premium 


’ hos- 


non-cancellable types. It will be found 
preferable to compare the claim costs 
with the tabular one-year term rates 


rather than with gross premiums.” 

Mr. Minor explained: “Since Met 
Life policy has a 3l-day—5 X coverage, 
these favorable ratios should not be 
surprising. With a 90-day—l0 X cover- 
age, this select ratio period for the older 
ages would be closer to 3 times the age 
40 costs. Of course, after these lives 
are in force another 5 or 10 years, the 
‘ultimate’ claim experience is likely to 
produce considerably higher ratios.” 

Experience Proved the Calculations 

Mr. Minor, said that, with his asso- 
ciates, he found individual as compared 
with family coverage for females to be 
better than that of the males, which he 
said was exactly in accords unce with their 
premium assumptions. “From the little 
data we could get hold of,” he said, “we 
had based our premiums on an expecta 
tion that traditionally higher costs for 
female lives at the younger and middle 
ages, as compared to males, would dimin- 
ish until they actually became lower than 
the male rates after age 65.” Mr. Minor 
felt that actual experience tended to bear 
out those expectations 

Comments on Substandard Risks 

Turning to the subject of substandard 
risks, Mr. Minor pointed to the Health 
Insurance Association ag ag providing 
code numbers to enable A. & H. under 
writers to record the poe of such im- 
pairments as they may be willing to in- 
sure. Also, he said, several companies 
are preparing to cover impaired lives 
at extra premiums. 

Mr. Minor found that “a careful re- 
view of all the material available” sug- 
gests that relatively few applications 
actually are being submitted or accepted 
as substandard, while many are. still 
being covered on the traditional basis of 

(Continued on Page 38) 
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A. & S. Seminar Proves Fine Prelude 
To LAA Meeting In Philadelphia 


Discuss Ad. Rules of FTC and NAIC, A. & S. Markets and the 
Life Insurance Influence; Speakers Include J. P. Hanna, J. T. 
Coggins, J. A. Buckley; Panel Chairman Norman L. Klages 





The Life Advertisers Association had our printed material on A. & S. Al- 
a top attraction as a curtainraiser for its though nothing actually dishonest was 
found, there was still the possibility that 


Hotel Shera- st 
This was the a reader could misinterpret some of our 
September 25 statements. 


1957 Annual Meeting in the 
ton, Philadelphia this week 
A. & S. Seminar held 


featuring a panel of well-known speakers “In 30 vears of writing A. & S. adver- 
under the chairmanship of Norman I tising, no one ever before had questioned 
Klages, sales promotion manager, Lincoln our printed word, yet it was decided 

Life. that to be on the safe side, we should 


National : fe - 
The panel members were: a N recall all of our A. & S. sales material 


Walker, assistant vice preside Lincoln from the field and destroy it. Very 

National Life; Rex H. par vale vice little new material was produced for 

president, Life Insurance Co. of North quite a while. , 

America; John A. Buckley, IJr.. director ‘Necessity finally forced us to come 

of public relations, Guardian Life; lohn out with new things, but even now 1 
Coggins, CLU, director of training. can’t be sure that every statement in 

Life Underwriter Training Council and our present material could defy chal- 

john P. Hanna, general counsel, Health lenge 

Insurance Association of America te ce Morehokcobse.... 2” 
Norman I. Klages, as chairman of the ae 

forum handled the introduction of the “When a write copy on life insur- 


ance, it is srfectly safe to sav. ‘In 
event of Pig ios plan will pay ere 


and answer 


speakers and the question 
ae 


which followed the 


-session sses 





His own contribution was particul Period. On the other hand, we 
valuable. Mr. Klages gave an insight write copy on A. & S. and say, ‘In rihae 
into the thinking and working of insur- of disability due to accident this plan 
ance advertising men, and described will pay $500 a month, we must go on 
their dismay when the Federal Trade in the same size type and list the cir- 


cumstances affecting the basic provisions 
insurance; of the policy such as ‘due to an act of 
war, ‘while in military service,’ ‘self 
inflicted injuries’ and so on and 
where do you stop?” 


Commission first made its move against 
the advertising of A. & H 
an advertising men’s reaction to the 


and N ATC 


also 
FTC codes. 














Saw Restrictions as “Negative” Copy He continued: “We cannot ignore 

He opened by saying that for many these new standards of A. & S. adver- 
years the copy prepared on A. & S. was tising, nor can we easily apply them. 
written with only one thought to We cannot fail to recognize their worthy 
present the benefits of the plans in purpose and yet we may resent the 
their most favorable light. “The sales restrictions they impose and wonder 
peonle generally,” he said, ‘regarded any if they are the forerunners of new re- 
mention of exceptions, restrictions or — strictions to come in other directions. 
limite itions as ‘negative’ copy “Tt is not for us as advertising peo- 

‘At times advertising copy was writ- ple to judge the rightness or wrong- 
ten ier‘ conditions that resembled a ness of the new A. & S. codes. It is 
tus of war with the | people on one our problem to understand them and 
nd of the rope pullin for meticulous learn to live with them. One of the 
coverage of all cond litions of the pol- reasons why we are here.” 
; and the a y psaple, on the others Hanna on NAIC and FTC Rules 

pulling for copy with sales puncl 
advertising man was usually in the Mr. Klages introduced John Hanna, 

middle attempting to equalize the two general counsel of H'AA. Mr. Hanna 
way stretch told of the adoption in December 1955 
“The vast majority of A. & S. adver- by the NAIC of its “Rules Governing 











tising was written by honest copywriter Advertisements of Accident and Sick- 
who, even if they weren't honest. would ness Insurance.” He described them as 
have had trouble getting questionable “representing the conscientious efforts of 
copy past the conservative executives nearly 100 industry representatives and 
of their companies some 35 Sti ite Insurance Department 
“Up until a couple of years ago most personnel.” 

of us felt we knew how to D eradecs sales The speaker also mentioned the Inter- 
copy on A. & S. that was effective pretative Guide which was informally 
intelligent and accurate. There was little accepted by the NATC in June 1956, and 
difference from preparing material on which was the work of a permanent 
life insurance. Each of us could spot NAIC subcommittee. The use of the 
nd correct misleading statements. We Guide, he said, was ‘to give the com- 
new right from wrong.” panies even more specific direction in 
ver, he continued: “Little did the preparation of advertising.” ma- 
an agency of the Fed jority of the states, he said, have adopted 
would soon change all the rules as their own, and many other 

at ¢ *s of false and mis states apparently intend to do so. 
advertis would appear in Mr. Hanna outlined. what he calls 


whether ad- 
standards: 
words 


determining 
present 
and similar 


country ane guideposts in 
companies were not vertising meets the 
wondered if it were 1. All. full, complete 


ape rs 
our own 








accused, we 








not just a matter of time until we were. and phrases; 2. Exceptions, reductions 

“Whe we examined the specific and limitations; 3. Pre-existing condi- 
charges against the various companies, tions; 4. Renewability; 5. Surgical sched- 
we found that some of our practices, ule; 6. Waiting periods; 7. In lieu of 
hitherto considered ical, were now _ provisions. 
considered improper : 

Mines iter ETC and the MAIC Code« Where The Rules Differ 
appeared and though they spelled out The surgical schedule, Mr. Hanna said, 
the things that could not be said or appears to be the one substantial differ- 
done, they left a lot of doubt as to just ence between the FTC Rules and the 
what could be said or done in A. & S NAIC Rules. He explained further: 
advertising “The NAIC Rules require that the refer- 

ence to surgical benefits must indicate 


Bad Publicity 


that the maximum payment for different 
operations will vary, depending upon the 





‘The consternation caused in the in 







dustry by the bad publicity was felt in nature of the operation. Mentioning 
every company,” Mr. Klages said. “In the minimum as well as the maximum 
my own company we called a special ($5 to $200) may help to make the adver- 





gal minds reviewed  tisement clearer on this point. However, 





meeting and our 









the FTC Rules appear to require that 
the entire surgical schedule be included 
in the advertisement. Both Rules apply 
only to advertisements which mention 
the maximum surgical benefit which is 
provided. 

“Personally,” Mr. Hanna stated “I feel 
that the FTC Rule is not reasonable and 
that compliance with the NAIC Rule 
would be adequate to prevent the adver- 
tisements from being misleading. This 
is a decision which must be made by 
each company. Some companies have 
taken a middle course which includes 
compliance with the NAIC Rule plus a 
listing of the maximum benefits for a 
few representative operations. This ap- 
pears to be satisfactory as long as the 
listing is representative and does not 
include only the operations which have 
the higher or maximum benefits.” 

Concluding his talk Mr. Hanna re- 
marked: “I am convinced that current 
advertising is conducted on a more ac- 
curate and ethical plane than that of 
any other industry. Because of the ra- 
ture of the product being advertised, 
I believe that accident and sickness com- 
panies have a duty to conduct them- 
selves in this manner and to continue 
efforts toward further improvement.” 


Remarks of J. A. Buckley 


Mr. Klages described John A. Buckley, 
Jr., as “one of the geniuses which each 
progressive company has nowadays, who 
uses his creative abilities in developing 
hundreds of ideas to help the agent sell.” 
Mr. Buckley referred to the influence 
of more than 90 years experience in life 
insurance, in his company’s approach to 
the A. & H. field. 

Tate Insurz ance Thinking,’ he said, 
“is evident in nearly every phase of our 
A. & program, particularly in the 
early stages.” Mr Buckley then listed 
examples of this life insurance influence: 
“We emphasize very careful selection 
and strict underwriting, in order to per- 
mit a somewhat liberal attitude on claim 
handling. We decided on a_ graded 
commission scale, not only for our non- 
can. policies, but ‘also for the commercial 
ahs: although the commercial scale 
was not the same as the non-can.’ 

He also explained that Guardian Life, 
as a mutual company, has ‘ participating 
policies ‘ most of them paying a first year 
dividend.” The company he said, w anted 
to have a good safety Margin in its rates 
which could be returned to policyholders 
as dividends in years when the economy 
was favorable and which could be used 
to guarantee disability claim payments 
during times of economic stress. 

Mr. Buckley continued: “Just as in life 
insurance, we decided to grade all of our 
health premiums by age at issue. And, 
of course, we wanted to have top quality 
contracts comparable to our life policies 
pessioin we felt that our primary mar- 
ket, at least in the beginning, would be 
our own life policyholders.” 

Mr. Buckley also referred to the com- 
pany’s desire to have non.-can. contracts 
because of the markets in which its men 
were operating, particularly the brokers. 
They did not want anything in their pro- 
gram — such as the need for cancella- 
tions, or arbitrary action on claims — 
that would antagonize these brokers and 
make difficulties for their clients. 


Similarities A. & S. and Life Markets 


John Coggins, on “The Market for 
A. & S.,” said that the market for life 
insurance and for A. & S. was largely 
the same. He considers it a matter 
simply of reminding the person who buys 


life insurance of the “dire consequences 
to himself and to his family of pro- 
longed disability. The very formidable 
task remains,” he said, “of making the 


public conscious of its need for salary 
continuation during periods of extended 
disability occurring during working 
years.” 

NEW ENGLAND BRANCH MGR. 
Robert N. Fletcher, a graduate of the 
University of ie ner and an Army 
captain in World War has been ap- 
pointed manager of Bi Moen Casu- 
alty’s New England branch at Hartford. 
Mr. Fletcher, who transfers from the 
Indianapolis office, joined the company 


in 1941. 





New York A. & H. Club 


(Continued from Page 37) 


using riders and waivers to exclude coy- 
erage of particular ailments indicated 
by past medical history. 


Suggests Fresh Statistics 


Mr. Minor stressed that Metropolitan 
Life does not keep records to show 
where a policy has been ridered, and the 
was of the opinion that few, if any, do 
keep such records. He emphatically 
stated: “There must be a great many 
policies in force on impaired lives but 
there is no way to make a study of the 
actual claim costs on these policies, If 
each company were to carefully code 
its present inforce, or, at least all future 
issues, to indicate the nature of the im- 
pairment or the rider being used, it 
would be possible to develop some very 
valuable statistics. 

“Also,” he suggested, “if claim adjust- 
ers were to refer all closed claims, where 
the nature of the illness was such as to 


make acceptance of a new application 
unlikely, we could get some very vauable 
data. Most of such policies are con- 


tinued in force and, by pa adh ~ im- 
pairment on the inforce card, it would 
be possible for the future cho to 
be studied separately from ‘standard’ 
policyholders.” 


On M. M. Deductibles 


Mr. Minor devoted considerable time 
to the question of suitable deductibles 
for major medical policies, and told of 
studies made at Metropolitan Life. He 
stated: 

“In setting up these 
companies have chosen to use ‘deducti- 
ble’ clauses of nicely rounded amounts 
such as $250, $500, $750 and even $1,000. 
Perhaps these amounts are not neces- 


policies, many 


sarily the most ideal. Using a very care- 
fully selected sample from a total of 
nearly 100,000 claims, we found that, for 
our policy benefits, 60% of the male 
claims and about 40% of the female 
claims were for less than $100. Over 
¥% of the adult claims were for less 


than $200, Of course, the amounts paid 
on the 25% of the claims that exceed 
$200 accounted for considerably more 
than 25% of the total claim costs. 

“It appears” he said, “from the stand- 
point of eliminating a large number of 
small claims, that a deductible clause of 
$200 might be more desirable than one of 





$250. Also, our figures suggest that $200, 
$400 and $600 might be more_ natural 
limits than those presently offered by 


companies in this field. 

“We are inclined to doubt that a de- 
ductible clause of more than $600 is de- 
sirable. As in the case of other lines of 
business, you will always have a con- 
stant per policy and a percentage of the 
gross premium for your loading. As you 
increase the amount of the ‘deductible, 
the ratio of your constant charge to the 
total gross premium will become greater. 
With a deductible clause of $750 or more, 
it is almost certain that the benefit por- 
tion of your gross premium will fall be- 
low 50%. With a $1,000 pyar! it will 
drop to 35% or less. 

“Analysis of the experience 
velops in this new field may result in 
different deductible arrangements 


eicee fa 


many 
than are being seen an at present. It is 
possible that the same policy should 


have different deductible amounts tor 
males, females and children. Also, in- 
creasing the amount as the age increases 
would tend to level out premiums and 
yet provide satisfactory protection in 
view of the increasing income as the 
policyholder matures.” 

In closing the speaker expressed the 
view that the & H. actuary must al- 
ways fit his premium rates to the exper!- 
ence developed by the underwriters ot 
his own company. “It can’t be done the 
other way around” he said. “There never 
was any use in developing ideal premi- 
ums for ideal applicants. Each com- 
pany’s underwriting standards must be 
tailored to fit what its field force pro- 
vides. The claim man must do his: best 
with what finally comes his way; his 
decisions produce the working vend for 
the actuary.” 
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Weve said it befert..,and well 
Oay. € ODA — 


“The most important single factor in 


making good insurance really work is 








the personal service of the local, in- 


dependent insurance agent.” 


AETNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


YOUR/ BF ndependent 
Insurance Mf [AGENT Affiliated with Aétna Life Insurance Company 
Hartford 15, Connecticut 











“Dwelling Package Policies benefit 
both Client and Agent’ 


say Bos and Ciair Dirrensaucu of Lancaster, Penna. 


2 


“We're enthused about the modern packaging of property insurance offered by the 
Package Dwelling policies. Our policyholders enjoy broader protection, and through the 
100% Replacement Cost Coverage we are able to insure property to present value. The 
writing of one policy is more economical and convenient for premium payment to client and 
agency.” 

“Having been ‘Exclusively Insurance Since 1904 and with The Travelers since that date, 
we are well aware of the excellent claim service our policyholders enjoy locally. So it is 
natural that our substantial volume of Package Coverage is through The Travelers with their 
3,700 full-time claim employees providing continent-wide service and unrivalled liability 


claim know-how.” 
* 


Clair B. Diffenbaugh and Robert P. Diffenbaugh are partners in M. H. Diffenbaugh 


& Sons, a highly successful multiple-line agency founded 53 years ago. 

When you sell The Travelers Package policies you can be sure Travelers field men with 
their specialized training and wide experience stand ready to help you. 

Your nearest Travelers Fire or Casualty Manager will be happy to give you full details on 
Travelers Dwelling Package Policies. Why not call him today? 


YOU WILL BE WELL SERVED BY 


IWSURA: CE COMPANIES, HA .IrORJ to. LU..NLCTICUT im 
(o) pd x * 

All forms of personal and business insurance including UGH THE TRPV 
Life + Accident + Group Fire + Marine + Automobile « Casually «+ Bonds 
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